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**'The Kalamazoo System is an Unqualified Success’’ 


Says Mr. J. A. Murphy of the First and 


Security Bank of Minneapolis, Minnesota 


HIS bank has in operation thirty-five ledgers covering their 

individual accounts, where neat, accurate statements are of great 
value. @ The same service that has been rendered to this bank can 
be given to you, insuring you the utmost in results and make your 
mechanical accounting ‘‘an unqualified success.’’ The ‘‘Kalamazoo’’ 
equipment, in addition to being serviceable equipment, is backed by 
the personal attention of a corps of trained service men and women 
who assist you in attaining the highest degree of efficiency and 
economy in your accounting department. 





KALAMAZOO LOOSE LEAF BINDER COMPANY 
KALAMAZOO Service Sales Offices Everywhere MICHIGAN 


NOTE—Owing to the men shown here being called to war, young ladies are now handling this part of the bank routine 
the change being made with absolutely no confusion or trouble. 
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Has Earned Its Place in Banks 


OU do not judge an investment by the first cost alone. 
‘‘ Allsteel”” for your Filing Equipment and Office 
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Lh. Furniture is an investment to be judged on its power 
Vy to resist fire, rats, climatic and atmospheric changes, and 
R wear and tear under the test of time and continuous usage. 1,7 
j Y Y 
07 Banks, great and small everywhere, are users of ‘‘4//steel’’ L | 
Z, Yyp . . . . . —Y YY 
U7 because it is a sensible investment. All commercial needs y 
YY ° ° ‘6 99 7° YY 
h are provided for in the ‘‘_4//steel’’ line. y 
7 }; A copy of the booklet 7 y 
L i “Handling More Banking Business” 77 
17; will be sent on request. | 
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9 OFFICE FURNITURE- SHELVING ggg 
YOUNGSTOWN, OHIO. 
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The Harvey Blodgett Company 
Offers You a Many Sided Service 








Newspaper Copy 
1. We prepare News- 
paper Copy upon a yearly 
contract basis, monthly 
submissions, guarantee- 
ing conformity to indi- 
vidual requirements. 
Our copy is vital and 
fitted to the times. 


Savings Development 


2. Long and successful experience in 
analyzing conditions in savings depart- 
ments and devising plans for the devel- 
opment of Savings Accounts has won 
national distinction for our organization. 
Special service for the conversion of 
Liberty Bond buyers into regular savers. 


Commercial Department 


3. We offer concrete plans for encourag- 
ing the growth of Checking Accounts and 
for bringing commercial depositors into 
closer relationships with officers. 


Trust Company Publicity 
4. Our plans provide the client with an 
efficient new business department, in- 
suring present as well as future profits. 





Safe Deposit 


5. There should be no 
vacant safe deposit boxes 
these days. If you have 
any, get our plans for 
renting them. Your safe 
deposit department 
should have a “wait- 
ing list.” 


Investment Advertising 


6. Our experience in the field of finan- 
cial advertising enables us to render 
intelligent service in conducting cam- 
paigns for investment houses. 


Complete Publicity Plans 


7. Your bank’s publicity this year should 
be administered with capable guidance 
and under a controlling plan. On request 
we will make an analysis of your oppor- 
tunities and recommend methods by 
which you may procure maximum 
results with your customary outlay. 
Particulars on request. 


Financial Printing 


8. We write, illustrate and print “Anni- 
versary Booklets” and Brochures for 
every purpose in the financial field. 


Our Experience 


We number among our clients many metropolitan banks 
and trust companies; also many country banks, and financial 
institutions in cities of every class. Correspondence invited. 


HARVEY BLODGETT COMPANY 


HARVEY BLODGETT, President 
Home Office, University and Wheeler Avenues, ST. PAUL, MINN. 


WARREN R. GILLIAM, Vice-President 
First National Bank Building 
CHICAGO, ILL. 
E. L. GAYLOR, New England Representative 
1027 Old South Building, BOSTON, MASS. 


GEO. E. CARHART, Vice- President 
(Personal Service Contracts and Coupon Books) 
31 Nassau Street, NEW YORK 


S. W. BOTSFORD, Pacific Coast Representative 


715 Story Building, LOS ANGELES, CAL. 
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World Peace and World Finance By Richard Hoadley Tingley 5 
Some of the Economic Possibilities the League 
of Nations Might Develop 


A Story Contest for the A. I. B. 


Guarding Our Converts to Thrift By Waldon Fawcett 
What the Federal Trade Commission is Doing to 
Protect Liberty Bond Holders 








Our Foreign Trade: ‘‘When in Rome—’ By Amos Stote 11 
Sell What the Romans Want and as They Want it; This 
Applies to Every Export Angle 


The Bank Borrower's Repertoire By Dwight L. Clarke 
What, Pray, Would One Do if One Were Deprived 
of His Pet Talking Points? 






**Spuds’’ That Helped Sell the Loan - - - - 17 
An Albany, N. Y., Contest Won the Farmer, Spurred 
Patriotism and Aided the Bank 








Some Broad-Gauge Advertising By T. D. MacGregor 
A New Orleans Bank That Has a National Outlook; 
Other Good Copy Suggestions 


The Trade and Bank Acceptance By John Clausen 
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Victory Liberty Loan. 
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maintain prosperity. These great engines of industry must be kept turning full speed ahead 
The Fifth Loan Wi ll {é finish the job. Our boys on the Rhine have work to do, to hold what war so dearly bought 
drive home the thrift lesson. The bottom picture shows thrifty Parisians making war loan payments 






















= World Peace and World Finance 




















The United States Treasury, the Bank of 
England, and Quai d‘Orsay, where the peace 
conference is in session 
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ERHAPS we had 

better assume as a 
premise that there is 
going to be some sort 
of a league entered into by the 
nations for their mutual protec- 
tion and to guard against the breaking out of such a 
conflagration as that through which we have just passed. 

The peoples of the different nations are ready for a 
closer inter-relationship, for they can see in such a 
state nothing but advantage. The world is ripe for a 
League of Nations, and, when the people of this or 
that prospective participating state make up their 
minds to look at such an organization from a broad 
world viewpoint, and are content to dismiss all petty 
matters of personal advantage, then it will be possible 
to enter into an international pact that will be of 
incalculable benefit to mankind and a bulwark, so far 
as it is humanly possible to erect a bulwark, against 
future wars. 

When the political, diplomatic and social differences 
have been adjusted and the league has been written into 
history an opportunity will then be offered for enlarging 
its economic scope in a manner that has not, as yet, 
been seriously considered by the delegates at Paris. 

It is the purpose, in what follows, to outline some of 
the possibilities that will then be open and to show what 
a wonderful factor a league may become in a world re- 
adjustment of things outside the realm of politics. 

The creation of the Federal Reserve Board has 
been an unqualified blessing to the United States. 
During the four years of its existence it has worked 
wonders in correcting the fundamental mistakes of the 
old banking methods under which we had been labor- 
ing. It is unpleasant to think of what might have 
happened in this country had not this system been 
fortuitously put into operation about the time of the 
outbreak of the war in Europe. 


Some of the Economic Possibilities the 
League of Nations Might Develop es— serve banking idea be 


It has been suggested 
that the Federal Re- 


expanded to meet a 


By RICHARD HOADLEY TINGLEY world banking condition and 


that, in order to fulfill this pur- 
pose, the League of Nations incorporate as a World 
Fiscal Corporation. Should this happen the oppor- 
tunity afforded for simplifying international banking 
methods would be far-reaching. 

But the iconoclast is busy these days and we may 
yet break through the iron bound rules and conven- 
tions that, for ages, have hampered and restricted 
international financial operations. 

The difficulties and risks that have attended the 
transportation of gold from one country to another 
for the past four years have rendered it not only 
advisable but necessary for the gold of one nation 
to be left, temporarily at least, on deposit in the hands 
of another. Japan was the first, I think, to realize 
that her gold was just as safe and would serve her 
purposes as a credit base just as well if it were per- 
mitted to remain in the custody of this country or 
England as if it were safely lodged in vaults at Tokio. 
Long before the United States placed the embargo 
upon gold exports and when gold was free to move as 
heretofore, Japan decided upon this course. 

To be sure, much gold had been shipped from this 
country to the Island Nation during the spring of 
1917. Japan was entitled to receive it by reason of 
trade balances in her favor and needed it as a basis 
for loans she was making to France and Russia to 
enable these countries to buy munitions and other 
supplies. 

Japan had accumulated a phenomenal gold reserve 
of $408,770,000, but of this amount, said G. H. 
Skidmore, consul general at Yokohama at the time, 
“there is $287,634,000 deposited or invested in 
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London and New York, while 
only $121,136,000 is kept at home.” 

Since all countries have, as a 
measure of war, long ago closely 
restricted their gold exports per- 
mitting only the very minimum of 
necessity to leave their-shores, the 
time will shortly come when, if the 
old order of things is to be resumed, 
gold will again begin its travels 
back and forth as heretofore. In 
one way or another the abnormal 
distribution of gold among the 
nations must, some day, be 
adjusted. 

Economists have long recognized 
the annual waste that takes place 
in thus transporting gold and 
have advocated a correction of 
the practice. The conventions of 
a generation and the ever present 
menace of war have, however, 
prevented the making of any 
change from the old methods. 
But Japan and the experiences 
of war have opened the way. 
Will the world’s bankers take 
advantage of the opportunity 
thus offered? 

The cost of moving gold varies 
from time to time just as the 
cost of moving anything varies. 
In normal times between London 
and New York this amounts to 
an average of one-half of one per 
cent of the value of the ship- 
ment, or 2.43 cents per pound 
sterling. This cost includes 
freight charges, insurance, brok- 
erage, loss of interest of moneys in 
transit, packing, carting, and other 
petty expenses. 

Let us see what this has amount- 
ed to in economic loss for the past 
few years. 

From the first of January, 1913, 
to the first of January, 1918, the 
United States’ transactions in gold 
between foreign countries 
been as follows: 


have 





Imports  $1,778,486,786 
Exports 718,196,072 
Total $2,496,682,858 


At arateof a half of one per cent 
(.005) the cost of these shipments 
would have been $12,483,414: a 
needless economic loss. In point 


The dominions 
of the British 
Empire are well 
represented at 
the peace table. 
Above are the 
six delegates 
from Canada; 
below, the Aus- 
tralian delega- 
tion; center In- 
dia’s represent- 
atives 


of fact the expense of these particu- 
lar shipments amounted to much 
more than this figure, due to war 
rates; but we are discussing peace, 
not war problems, now. 

Shall this wasteful process con- 
tinue? 


The Federal Reserve Board has 





may be begun by a government 
department Isoking to that end.” 
The safe and successful opera- 
tion of any plan that contemplates 
the permanent retention of gold 
belonging to one country in the 
hands of another is dependent 
upon a reasonable prospect of a 
continued peace. Isthe 











recognized the necessity for abolish- 
ing this practice and has proposed 
the establishment of an “‘Inter- 
national Gold Fund." The board 
says, in its report for the year 
ending December 31, 1918: 

‘The successful operation of the 
gold settlement fund has suggested 
the possibility of avoiding shipments 
of gold from one country to another 
in settlement of balances arising 
out of ordinary commercial trans- 
actions, and the board is ready, if 
authorized to do so, to undertake 
negotiations looking to the estab- 
lishment of an international gold ex- 
change fund, or to assist in any way 
in its power in negotiations which 
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peace of the world fairly se- 
cure for a number of years to 
come? Russia and the Bol- 
sheviki are the only disturb- 
ing elements. 

The League of Nations, 
acting as a World Fiscal 
Corporation, offers an oppor- 
tunity for the consummation 
of the idea suggested by the 
Federal Reserve Board, 
though in a slightly different 
way. With reasonably permanent 
peace conditions assured, the League 
might take under its supervision the 
establishment of “International Re- 
serve Banks’ based upon the 
principle so suc- 
cessfully worked 
out in this 
country. With 
one of these 
banks located at 
the capital of 
each participat- 
ing nation, in 
which would be 
deposited an 
agreed amount of 
gold considered 
by the league due to that country, 
transactions that, heretofore, in- 
volved the movement of gold to 
another country in the settlement of 
trade balances, might be handled by 
a simple ledger entry—the gold re- 
maining where originally allocated 
by the League. Under this plan 
the United States might have gold 
to its credit in London, Madrid, 
or Brussels which could be used as 
a basis for circulation just as con- 
veniently and well as if it were in 
this country. 

This plan, to a certain extent, 
follows that worked out and agreed 
upon by the American section of the 
International High Commission 











at Buenos Aires in 1916. At that 
time it failed of execution, how- 
ever, OWing to war conditions. 
The suggestion of pooling or 
funding the world’s war debts 
comes from France and originates 
with M. Jacques Stern, a member 
of the French Chamber of Deputies, 
and has the endorsement of 
at least a hundred of his fel- 
low members. It is also 
vouched for by the veteran 
French financier, M. Ribot, 
and by Sir Martin Conway 
and several other British finan- 
ciersof note. It also has some 
support on this side of the 
water. Its object is ‘to dis- 
tribute the expense of the war 
between the nations on a basis 
of population and ability to 
contribute.’ M. Stern further 
advocates “that even the Central 
Powers, on terms prescribed by the 
Allies, be permitted to join, thus 
re-establishing international credit 
which is held to 
be the essential 
condition of the 
economic devel- 
opment of the 
world. M. 
Stern expresses 
the hope “that 
the Peace Con- 
ference will 
adopt this plan, 
at least in prin- 
ciple, leaving the 
details to be worked out by a 
special commission which that body 
may appoint for the purpose.” 
The suggestion made by M. 
Stern came late last autumn before 
the League of Nations idea had 
acquired the impetus it since has 
attained. Should such a plan be 
adopted, or any reasonable modifi- 
cation thereof, it would fit well 
into the organization of the World 
Fiscal for such a 





Corporation, for 
corporation would be clothed with 
international powers to perform 
all the acts advocated by him and 
his associates. 

If all the war debts of all the 
belligerent nations were to be 
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assigned to and accepted by the 
League, it would devolve upon the 
participating nations to make over 
to it reasonable guarantees for the 
payment of interest and principal, 
and the League, based thereon, 
would then issue its own obliga- 
tions. Such obligations would, in 
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effect and with the proper guaran- 
tees, be the obligations of practi- 
cally the entire civilized world, 
and the holders of the bonds of 
individual nations in exchanging 
them for the bonds of the issue of 
the World Fiscal Corporation would 
have a world obligation instead of 
that of a single nation. 

It is necessary to approach such 
a radical theory with great caution. 
We are all subscribers to our own 
Liberty Loan bonds and we know 
their value. There is nothing bet- 
ter. Would you and I be content 
to exchange them for the bonds of 
the League of Nations based upon 
the credit of the world? It is 
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To Japan and 
the smaller na- 
tions the out- 
come of the con- 
ference is vital 
Reading from 
the top down, 
the delegations 
shown are those 
of Japan, Siam 
and Portugal 
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possible we might be willing to do so. 

Is international confidence a 
sufficiently established fact so that 
now we may entrust our national 
affairs, involving our personal assets 


and holdings, to an international ° 


commission? Is war really now no 
menace to the world? 

Should such an_ international 
pooling arrangement be entered 
into, it could not easily be broken 
off in case of war developing be- 
tween any two or more participat- 
ing nations. But would not the 
fact of such a league, and of such a 
pooling of both assets and liabilities, 
go far towards averting future war? 

But granted that such a pool- 
ing arrangement is feasible, de- 
sirable and practical, the way will 
then be opened for simplifying 
the world’s financial and com- 
mercial transactions in a marked 
degree. With the formation of 

a World Fiscal Corporation in 

the manner set forth, the next 

and most logical step would be 
for the corporation to establish 
and issue a universal coinage and 
currency of its own. Between 
receipts and disbursements, so 
vast would be the transactions 
in the new currency of the League 
that the rest of the world’s money 
transactions, even those of a 
purely domestic character, would 
soon, of necessity, be obliged to 
follow suit and settle in the same 
coin. It wouldn't matter whether 
the currency of the League was 
issued in dollars, francs, or pounds. 
Although patriotically preferring 
the former, we, along with the 
rest of mankind, would be obliged 
to accept it, and such a currency 
would command par the world over. 

Moreover, commerce would be so 
simplified and facilitated that na- 
tions, non-participating at the be- 
ginning, would be greatly handi- 
capped and the desire to obtain 
supplies of the new currency would 
be a powerful incentive to Germany 
and other outside countries to 
comply with the conditions that 
would qualify them for admission. 

Would such a currency do away, 
largely, with transactions in foreign 


(Continued on pag 30) 












$40 in Prizes for the Three Best 
Articles on ‘‘Trade Acceptances’’ 


FIRST prize of $25 is offered by John Clausen, 
vice-president of the Chemical National Bank, 
New York. 

Second and third prizes of $10 and $5 are offered 
by The Burroughs Clearing House. 

Subject: “A plan for handling trade acceptances 
within the banks and a schedule of service, exchange 
and collection charges on trade acceptances. 

The subject is timely and deserving of the best 
thought. As Mr. Clausen puts it: 

“In the Federal Reserve Act provision is made to 
stimulate the reorganization of the American credit 
system in the proper form of commercial paper. This 
development is a matter of transcendent importance 
because real elasticity and mobility of credit cannot be 
achieved unless there is available a negotiable instru- 
ment through which these purposes are attained.”’ 

On page 24 of this issue is begun a discussion of 
trade acceptances by Mr. Clausen. 

The conditions governing the contest are as follows: 

(1) Thiscontest is open to any member or graduate 
of the American Institute of Banking. 

(2) Articles must not exceed 2,000 words. 

(3) Each contestant must sign his manuscript, 
stating the name of the bank that he is identified 
with, and his position. 

(4) Manuscripts should be typewritten if possible, 
and must be written on one side of the paper only. 
They should be on ordinary sized letter paper. 

(5) Manuscripts should be addressed ‘‘Editor, 
The Burroughs Clearing House, Detroit, Mich.,” and 
must reach the editor's desk on or before June 15, 
IQ1Q,. to receive consideration. 

(6) It must be understood that all articles sub- 
mitted are the property of The Burroughs Clearing 
House, and that no manuscripts will be returned. 

(7) The judges will be: The editors of The 
Burroughs Clearing House, John Clausen, and three 
others, all competent bankers, to be named later. 
Announcement of the award of prizes will be made as 
soon as possible after the closing date of the contest. 

(8) Articles will be judged mainly on subject 
matter, but also on style of writing, concise sentence 
construction and good English. 


A Story Contest “, 
for the A. 








I. B. 





‘Looking Ahead’’—The Last of Four 
A. I. B. Messages by John Clausen 


F we neglect education we shall have to suffer 

severely, however brilliant our success in life may be. 
Therefore, if we are wise we shall not merely bear this in 
mind—but set ourselves to make timely preparations. 

The old proverb tells us that “‘God helps those who 
help themselves,’ and I do not think it has lost much 
of its force. We are realizing more and more the 
necessity of educating ourselves to the requirements 
of our vocation. 

Believe in yourself, your own power and destiny— 
study yourself, understand yourself, take frequent 
stock of yourself, and, above all, lay a foundation on 
which to build your future plans. 

It is true that many who achieve success have 
been possessed of but a limited education so far as 
mental training and general knowledge is concerned, 
but such men as a rule developed under conditions 
that have passed or are rapidly passing as the world 
of business advances to higher planes. 

Fortunate is the man who starts young, with no 
favoring influences save a determination to succeed. 
Such men will experience a refreshment of power 
which can only result in increased efficiency— 
capitalized in terms of success and happiness. 

To achieve this the chapters of the American 
Institute of Banking can render their members the 
singular service of not only increasing efficiency, but 
of promoting as well better relations between the 
employees and officials. 

We have a strong, well-knit organization—built 
upon clearly defined principles. There is no place in 
our chapters for the teaching of ‘false philosophy and 
personal ambition, for it is recognized that these 
objectionable characteristics retard the real 
purpose of the Institute. 

The lesson is forcibly taught by the observation 
that: “If you wish success in life, make persever- 
ence your bosom friend, experience your wise counsel- 
lor, caution your elder brother, and hope your 
guardian genius.” 

Some people are living intensely in the present, 
while others are planning and looking forward to the 
future. 

Are YOU looking ahead? 





Guarding Our Converts to Thrift 


HE Federal Trade 

Commission, 
sometimes referred to 
as ‘the supreme court 
of business” and again as 
“Uncle Sam's policeman 
of commerce,” has set out 
to play the role of guardian 
to the new converts to 
thrift and seeks the aid of 
the bankers of the coun- 
try. To some bankers it 
may appear somewhat 
odd to receive an appeal 
for practical co-operation 
from a branch of the gov- 
ernment in no way con- 
nected with the United 
States Treasury but it 
must be borne in mind that 
these are unusual times. 
Indeed, in proof of it, only 
behold the drafting of the 
trade commission as an 
investment mentor as well 
as a business mentor. 


What the Federal Trade Commission is 
Doing to Protect Liberty Bond Holders 
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followers of high 
finance who have per- 
suaded the new-found 
bond owners to ex- 
change their unimpeach- 
able governmental 
securities for shares of 
stock of the ‘‘wild cat” 
variety. 

In this condition we find 
the explanation of why the 
Federal Trade Commission 
has been summoned. 
Corrective measures ‘with 
teeth,”’ as the slang saying 
is, are needed to put a stop 
to the raids upon Liberty 
bonds that threaten to 
imperil America’s new 
thrift structure and the 
Federal Trade Commission 
is,seemingly,if not the only 
available governmental 
agency, at least the one 
best qualified to under- 





Guardianship of the 
war-time recruit of the 
savings habit means 
primarily, counsel and 
protection against the 
blandishments of unscru- 
pulous interests that 
would separate the newly- 
enrolled savers from the Liberty 
bonds and War Savings stamps that 
afford the tangible evidence of the 
freshly-stirred ambition to save and 
that must be relied upon to keep that 
ambition alive. This, be it ex- 
plained, is why the Federal Trade 
Commission has been called in. 
All the resources of the treasury,— 
the Federal Reserve Board, the 
Capital Issues Committee and what 
not, have been active for months in 
the effort to persuade unsophisti- 
cated subscribers to Liberty bonds 
not to part with their holdings. 
Only partial success has, however, 
crowned this effort for all that 
bankers co-operated generously by 
giving sound advice to all the ama- 
teur investors who consulted them. 





WH 








sTHOUSA' DSi] 
. Ng IS Deere AU ae Or Se ae ee N 
he n° Ol) ts is ine. Satest Investment in 


Final Opportunity at 10c! 


Few reputable newspapers will accept this kind of advertising 


By WALDON FAWCETT 


The great trouble has been that 
so large a proportion of the cred- 
ulous owners of Uncle Sam's “‘baby 
bonds” have disposed of them with- 
out asking the advice of a banker or 
even confiding the fact that a 
transfer of ownership was contem- 
plated. Worse yet, the dissipation 
of these foundation stones of the 
thrift habit has not been limited to 
the sale of bonds for cash,—a 
practice that, it is realized, must 
always be anticipated as real or 
fancied necessity pinches the bond- 
holders. Rather have the insidious 
blows at the thrift habit been 
delivered by promotors, stock job- 
bers and other unsavory camp 
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take the reformation. 
The Treasury Depart- 
ment, with all its good 
intentions, can only appeal 
to the bondholder not to 
be persuaded to part with 
his Libertys for less than 
their value. The trade 
commission can go to the 
seat of the trouble by declaring, 
when circumstances warrant, that 
the operations of this particular 
school of exchange artists con- 
stitute “unfair” methods in com- 
merce and ordering the offending 
manipulators to “cease and desist” 
from their misrepresentations. 
Bankers are to play so large a 
part in curbing the “blue sky” 
tendencies of the barterers for 
Liberty bonds because it is upon 
the bankers to a greater extent than 
upon any other element in the 
national community that the Fed- 
eral Trade Commission must rely 
for information as to the identity, 
location and practices of the para- 
sites who are preying upon the 
bank depositors of tomorrow. The 














l Burroughs 
a House 







trade commission, it may be ex- 
plained, has an organization calcu- 
lated only to deal with transgres- 
sors of business ethics once they 
have been identified. It has, unfor- 
tunately, no secret service whereby 
it may send into the highways and 
byways to locate the individuals 
devoid of conscience. With respect 
to commercial and industrial prac- 
tices it is the reputable and legit- 
imate firms that tell the trade 
commission,—always with the 
assurance that strictest secrecy 
will be observed—where the black 
sheep may be found. Logically 
then, it is for the bankers to help 
set the financial and investment 
house in order. 


Z YN Washington the feeling of 
dependency upon the bank- 
ers for the success of the new 
undertaking is all the greater 
because so large a portion of 
the exploitation of Liberty 
bond holders is accomplished 
quietly. Inour larger cities fewofthe 
responsible newspapers will accept 
the advertisements of the ‘wild cat” 
enterprises but there are, of course, 
other means of approaching pros- 
pects, notably the ever-convenient 
telephone, whereas in some of the 
smaller cities and isolated com- 
munities the newspapers do not 
rigidly exclude this insidious form 
of “opportunity” advertising. Un- 
der all circumstances, however, it is 
the local banker who is likely to 
learn promptly, in one way or 
another, of the suspicious program 
and the Federal Trade Commission 
is about to issue an appeal to 


W ar Thrift 


O finer tribute to the spirit of sacrifice that im- 

bued America during the World War, and no 
better evidence of the genuineness of its thrift, can be 
found than in comparative figures showing savings 
deposits at the beginning and end of the four-year 
period, in conjunction with war savings figures at the 
The following figures are borrowed 
from a table issued by the American Institute of 
Banking. They show the per capita savings on deposit 
in the United States at the beginning and end of the 


close of 1918. 


bankers to pass this information to 
Washington. 

For all its eagerness to thwart 
the raiders who would undermine 
popular confidence in Liberty bonds 
and thereby sap enthusiasm for 
saving, the Federal Trade Com- 
mission, when it comes to issuing 
formal “complaints,” will exercise 
every precaution to do no injury to 
any legitimate interest. It goes 
without saying that a charge of 
unfair methods of competition can 
be supported only where there is 
actual misrepresentation regarding 
the stock that is given in exchange 
for Liberty bonds. So, too, it is 
not, presumably, the province of 
the trade commission to interfere 
in any way with the merchants who 
offer to accept Liberty bonds at par 
in payment for pianos or other 
purchases or the real estate dealers 
who invite Liberty bonds as a 
“down payment” on a house or lot. 
Some time ago, the Secretary of the 
Treasury, it may be remembered, 
asked merchants not to entice 
holders of Liberty bonds to sur- 
render them for merchandise but 
that was to be strictly a matter of 
voluntary action and the Federal 
Trade Commission would have 
scant reason to intervene if value 
be received for surrendered bonds. 

The class of stock swindlers that 
are now sought for their crimes 
against Liberty bonds have char- 
acteristics well known to experi- 
enced bankers. In all instances 
the stocks that it is proposed to 
substitute for Liberty bonds are 
supposed to yield returns far in 
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excess of the interest rate on the 
war securities. Indeed, in some 
instances, the yield on proffered 
stocks has been represented as high 
as 50 per cent. Investigation by 
the trade commission shows that 
four classes of stocks constitute 
favorite forms of bait for Liberty 
bond holders, namely: oil stock, 
mining stock, shares in automobile 
companies and the certificates of 
so-called co-operative hog raising 
enterprises. [In many instances the 
stock can be quickly proved to be 
absolutely worthless and it is 
understood that in some cases the 
stock jugglers precipitately aban- 
doned their program when informed 
that the trade commission had 
placed their records under scrutiny. 


HAT bankers are warranted 
in supporting any force that, 
like the commission, can reach 
out for the unfair collectors of 
Liberty bonds is attested by 
the estimate of the Capital Is- 
sues Committee that not less 
than $500,000,000 a year is given by 
the American people to the support 
of worthless stock schemes. Many 
a citizen just “finding himself” as 
a bank depositor is likely to be 
subjected to the lure of the bar- 
gainer for Liberty bonds because 
no less an authority than James A. 
Gill, of the Federal Reserve Bank 
of New York, declares that promo- 
ters of fictitious and doubtful 
securities worked as salesmen in the 
Liberty Loan drives solely for the 
purpose of gaining access to lists of 
bond purchasers who are now being 
canvassed with exchange proposals. 


and Savings Bank Deposits 


Groups 

NEW 
ENGLAND STATES 
EASTERN STATES 
SOUTHERN STATES 


WESTERN STATES 
PACIFIC STATES 
UNITED STATES 


10 


MIDDLE WEST STATES 


war, with the percentage of increase and the per 
capita war savings, by groups of states. 


Per Capita Per Capita Percentage Per Capita 

1914 ig18 Increase War Savings 
245.78 $295.93 20.3% $8.34 
157.25 174.14 10.7% 7-57 
18.45 26.73 44.9% 6.14 
72.48 100.97 39.3% 10.58 
38.21 76.78 101.1% 10.05 
122.66 170.05 46.9% 10.44 
89.11 113.45 27.3% 8.95 











Shipping scenes in Palermo, Sicily (left) and in 
Bergen, Norway (right) 


E were sit- 

ting in the 
anteroom to the 
managing direc- 
tor soffice. A young English clerk, 
with whom | was carrying on a ran- 
dom conversation, was going about 
his tasks with a quiet dignity of 
method that seemed to fit so well 
with the atmosphere of solidity 
and permanence one always finds 
in a London business house. 

“So you have come to England 
to learn how business is done over 
here?” he queried, in reply to a 
suggestion that I was in London to 
study the ways of the British busi- 
ness man and the buying habits of 
the people. “Yes, and more parti- 
cularly,” | replied, ‘to try to find 
out the reasons for the success of 
the big American concerns which 
are forging ahead in foreign trade. 
Even the appearance of your house 
speaks of prosperity, and seems 
quite to rival the home offices in 
the States.”’ 

The young Englishman smiled 
at this, and said with a touch of 
patronage: “These are the home 
offices. It’s an English company, 
you know, though | understand we 
maintain a number of branches in 
your country.” 

At that moment | was told the 
managing director would see me 
and so made no attempt to correct 
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Sell What the Romans Want and as They Want 
This Applies to Every Export Angle 2s_> 


By AMOS STOTE 





In this article (the fourth of the series) Mr. 
Stote deals further with specific information 
the banker should acquire to enable him to 
aid customers who desire to enter the export 


field —THE Epitor 





the clerk. Stepping into a big office 
I found myself alone with a man 
who, for a moment, I thought must 
be English; but he wasn't, though 
he had spent many years on that 
side. After some conversation I 
told him of my experience with 
the clerk. 

“It's taken much time and 
money to build that reputation,” 
he smilingly remarked, “but the 
results are worth the price. While 
we can never hope to have all our 
employees take that positive atti- 
tude, yet we are glad to have the 
organization assume such a posi- 
tion. We have spent $7,000,000 
trying to make the English people 
know our. branded products by 
their names and to think of us as 
one of them. 

“You would now probably find 
it rather difficult to convince the 
average Britisher this organization 
is but a branch of the American 
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company. We are 
incorporated here, 
maintain quite a 
factory, and have 
made our name sound as native 
as possible. 

“By doing this we have taken 
away all dealer and consumer re- 
sistance to doing business with a 
foreign house. We have followed 
this plan in practically every Euro- 
pean country. The folks on this 
side of the Atlantic are far more 
clannish than we are at home. 
They like to patronize home indus- 
tries and spend their money with 
one another. So the most simple 
and reasonable thing to do is to set 
about to become one of them.”’ 

When leaving that office | thought 
to myself, “Well, here's one Ameri- 
can concern sufficiently wisely- 
tolerant not to buck custom and in- 
clination but to make use of them.”’ 

There are, of course, some things 
for which we are so famous abroad 
that it is a sales advantage to 
emphasize the fact the goods are 
American made; but with the vast 
majority of commodities, our houses 
will build export more rapidly and 
permanently by taking on all avail- 
able “‘local color,’ merging them- 
selves with the people with whom 
they would do business until, in 
very truth, and in spirit, they have 
become one of them. 
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Just what, in detail, the Ameri- 
can manufacturer needs to know 
about any foreign market he would 
enter may be subject to a variety of 
opinions and influences. In the 
three preceding articles which have 
appeared in The Burroughs Clearing 
House | have endeavored to 
cover the general information most 
essential to economic export. This 
data may not appear so valuable as 
the more specific statistics now to 
be considered, yet a knowledge of 
the former is necessary to a com- 
plete understanding of the latter. 
To cite a homely comparison, you 
must know a man’s size before you 
can fit him with clothes. 

In getting down to details rela- 
tive to the specific information a 
bank should be able to furnish an 
exporting client, we may as well 
start at the beginning. The first 
merchandizing details a manufac- 
turer wants to know, or should 
want to know, are commercial 
divisions of the country he is about 
to enter. In America manufac- 
turers divide the country in many 
different ways, based on the nature 
of the commodity they have to 
sell. This same plan may be fol- 
lowed abroad, after certain com- 
mercial divisions are made plain. 
If the country is divided according 
to density of population, bringing 
in transportation and _ industrial 
and agricultural development, with 
another subdivision according to 
provinces and cities, and yet 
another showing consumer distri- 
bution regardless of any other 
influence, it will be comparatively 
easy to draw from these divisions a 


specific division to meet the needs 
of almost any manufacturer. 

Knowing which sections of the 
country present the best potential 
markets, the next information the 
bank should provide for the manu- 
facturer is a careful word picture 
(and also actual photographs as 
far as possible) of the kind of store 
which would be most suited to act 
as the local distributor of his wares. 

The stores of older countries are 
not only vastly different from ours 
in outward appearances, in the 
majority of cases, but they carry 
such varying lines of goods as to 
make it impossible to classify them 
as we do here at home. For exam- 
ple: The jewelry stores of certain 
Latin-American countries are the 
logical distributors for very fine 
furniture and pictures, while drug 
stores hold quite exclusively to 
drugs and are only a minor market 
for cosmetics and soaps, and no 
market at all for the thousand and 
one articles such as we find in our 
own drug establishments. 

Another item of importance is 
what might be termed an analysis 
of the business attitude of the 
average native merchant. First 
impressions are often as misleading 
as they are influencing. To see a 
merchant in his shirt sleeves, with 
a cigar in his mouth and a hat on 
his head, waiting on a lady cus- 
tomer, might impress one of our 
punctilious manufacturers as being 












not at all the man to sell his wares. 
Yet, | have seen a wealthy store 
proprietor conduct successful sales 
under such conditions; and aside 
from these—to us—inconsistencies 
he was the perfection of politeness. 
Also, he was the local correspond- 
ent for one of our great banks 
and a man of high standing in his 
community. 

We must remember that some of 
these countries were in business 
before Columbus was born; and the 
age of their customs, if nothing else, 
should command our respect. 

While competition has already 
been discussed in one of the pre- 
vious articles of this series, the 
subject is so vital | wish again to 
make brief mention of it while deal- 
ing with the exact data the bank 
should secure for its exporting 
clients. Before a manufacturer 
attempts to enter a country he 
should know all that it is possible 
to know about the present sale of 
competitive or similar goods. Both 
native and foreign competition 
should be covered, and, within 
reason, the names and addresses of 
these houses should be had, along 
with the quality and popularity of 
their wares, and especially facts 
concerning any peculiarities these 
wares may exhibit, with the whys 
and wherefores concerning such 
peculiarities. 

The extent of the market for any 
goods in question must be known 
before a manufacturer can estimate 
the amount of sales and adver- 
tising effort the country could 
economically carry. In judging 
the consuming power of a foreign 


The use of primitive tools and methods still lingers in many corners of the world. Witness the agricultural implements used by the’ Japanese“peasant—that 
natives make their own stoves and women do the work in Palestine; while salt is conveyed by wheelbarrow train in China 
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territory it must be kept in mind 
that the potential market is often 
far greater than the present de- 
mand, so any accurate analysis will 
include not only the immediate 
sales possibilities but, also, some 
conception of the quality and 
quantity of educational work re- 
quired to stimulate the larger 
demand. 

Many foreign markets have de- 
veloped unusual uses for products 
devoted to quite different services 
here at home. As such a condition 
indicates a greater consumption, 
any tendency in this direction 
should be reported. 

When it comes to actual selling 
problems we can hardly be too 
exhaustive in our study of other 
lands, and it is here the bank may 
render some of its most valuable 
and needed service to its manu- 
facturing customers. It has been 
distressingly common with our 
houses to endeavor to name their 
own selling terms for export with- 
out considering the practices of the 
country they have entered or the 
methods followed by their com- 
petitors from other countries. 

There is no question but that 
we can always sell some goods on 
this arbitrary basis and it is quite 
possible that we may be able very 
gradually to establish modifications 
of sales terms without any great 
loss of trade, if we adopt a diplo- 
matic method of approach. But 
the more direct way is to learn the 
selling terms most pleasing to the 
merchants of the country entered 


and then make every effort to meet 


those terms. The exporters of 
other countries have succeeded by 
following this plan; and what they 
can do is surely not impossible to 
us. Though this subject is briefly 
treated, that brevity is due to tne 
fact that only a simple statement 
is required to indicate the infor- 
mation the bank must needs ob- 
tain. The importance of offcring 
selling terms most pleasing to the 
dealers is too obvious to demand 
involved explanation. It is the 
key to the sales situation. 
Conditions as to standardized 
prices and profits: Even in our 
highly commercialized country 
these are matters of continual con- 
tention, which we are still trying to 
settle both in and out of court. In 
many foreign lands they are prac- 
tically unknown. Merchants of 
reputation and long standing often 
follow the rule of “make all you 
can without losing a sale.’ For 
this reason it is seldom that one of 
our exporters is able to fix the price 
at which his wares are to be sold 
to the consumers of other coun- 
tries. Some progressive dealer in 
a city may cut his margin of profit 
to the vanishing point to make his 
store the headquarters for some 
line. A neighboring competitor 
may meet these terms when neces- 
sary and be just as ready to make 
up the difference whenever oppor- 
tunity offers. The difference in 


prices for the same line of goods 
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when offered in the rural districts 
as compared with city prices may 
vary as greatly as a speculative 
stock on a panicky day in Wall 
Street. 

There is one way by which price 
standardization may be accom- 
plished in almost any country for 
almost any commodity. That is 
through first coming to an agree- 
ment as to a reasonable profit with 
the more prominent merchants of 
a community and then advertising 
the selling price in connection with 
the sales arguments. Even then it 
is wise to print the price on the 
label, package or wrapper, when- 
ever that is possible. 

As a fixed selling price has proved 
so important a factor in the devel- 
opment of our home market, there 
can be no question but that it has 
distinct economic advantages in 
connection with the building of 
permanent international markets. 
Consequently, any efforts which 
have been made along this line in 
any foreign countries are essential 
information for the files of a bank's 
export service department. 

Reference has already been made 
to the different types of stores to be 
found abroad, and how the stores 
which approximate our varieties 
may vary from ours as to the goods 
they handle. In listing the number 
of stores of each variety, which is 
information the exporter should 
have when figuring on the distri- 
bution of his goods, these differ- 
ences as to kinds of wares sold are 
to be kept in mind. For instance, 
instead of the jewelry, hardware. 







On the left, a Japanese “threshing machine;” in the center, reaping wheat with sickles—the chief method of harvesting in old and new Japan. The last picture 


in the panel shows the method of carding and spinning wool in Norway. 
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All show the field open for modern equipment 
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department, drug and novelty 
stores, all of which here at home 
handle watches and safety razors, 
it may be found that only the jewel- 
ry stores of some other country 
handle watches and only hardware 
stores sell razors; while a dry goods 
store may prove the best distribu- 
tor for soaps and perfumes. 

So in any attempt to give an 
exporter an idea of the number of 
shops prepared to handle his pro- 
duct, it is important that he be 
given figures both as to the stores 
now handling a similar line and 
those which offer a possible market 
through the people to whom they 
appeal with their present stocks. 
Where the introduction of a new 
commodity is contemplated the 
exporter should be furnished lists, 
with descriptions of all the kinds of 
shops which seem eligible to the 
handling of his wares. 

Knowing the kind of dealer best 
suited to handle any given line, 
and knowing his shop, the next 
question is the appeal most inter- 
esting to him. If salesmen are to 
cover the territory the bank should 
be able to offer suggestions as to 
how the native merchant should be 
approached. If an attempt is to be 
made to reach the dealer by mail, 
and certain correspondence and 
“follow-ups” are always necessary, 
the exporter requires some idea of 
the most acceptable form to use. 
This applies to catalogs and other 
printed matter, as well as to routine 
correspondence and selling helps. 

Any inclusive foreign effort 
should consider what is desirable 
in the way of special service to 
dealers, and whether he is accus- 
tomed to such service. The fol- 
lowing of such a plan will often 
give opportunity to educate the 
native merchant to those of our 


selling methods which are suited to. 


the customs of his country. Dealer 
co-operation should be taken up 
along this same line. 

When it comes to the making of 
an advertising appeal to the con- 


sumer by an American manufac- 
turer or an American distributor 
an exhibit of native newspapers 
and magazines will offer a fair basis 
for judgment. The advertisements 
in these publications will indicate 
the general lines of what form 
acceptable “copy, and suggest 


whether the people are more in- 
clined toward logical or emotional 
They will also give an 


arguments. 














The old and the new in 
the silk industry. Be- 
low is a native spinning 
plant—the man in the 
foreground is boiling co- 
coons. The scene 
above is in one of Ja- 
pan’s largest silk weav- 
ing factories, equipped 
with American machin- 
ery and operated by 
American methods: 
Only the costumes ful- 
fill the popular idea of 
the Orient and of Ori- 
ental practice 


idea as to whether it is advisable 
to talk price, exclusiveness, popu- 
larity, durability and utility of the 
average commodity offered for sale. 
Often social conditions in a country 
will so vary the advertising appeal 
from what we find most profitable 
in our own market as to make 
necessary a complete change in 
advertising methods. This also is a 
question to which serious consider- 
ation must be given. 

Because neglect of the subject 
has caused many wrong impres- 
sions, careful study should be made 
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of advertising illustrations in use in 
foreign countries. The wrong type 
of features, dress or pose given to 
figures in advertisements may 
actually hurt sales. There is no 
universal standard for either mas- 
culine or feminine physical perfec- 
tion. The nations of the world are 
very like Jack Spratt and _ his 
estimable spouse; some like ‘em fat 
and some like ‘em lean. The com- 
mission of a social error in connec- 
tion with an advertisement 
illustration is also a danger to be 
guarded against. To show a “‘lady”™ 
engaged in any form of housework, 
gardening, or doing something 
about an automobile, other than 
taking a reposeful attitude to prove 
the quality of upholstering, is more 
than likely to lower the article 
advertised in the 
eyes of the en- 
tire buying 
public. 

All these de- 
tails may appear 
to represent 
trouble out of all 
proportion to 
the prospects for 
return. In real- 
ity, once a bu- 
reau of foreign 
service is estab- 
lished and the 
lines of commu- 
nication at work, 
each well direct- 
ed effort will 
make the next 
task more simple 
and more effective of operation. 

And without such information 
export will continue to prove a sad 
and costly undertaking. There is 
no middle ground as regards true 
foreign trade. For a manufacturer 
to say he is exporting when he is 
merely delivering goods to some 
foreign agent is like a person hiding 
money in a mattress and calling it 
an investment of capital. The re- 
turns will not be much greater in the 
one case than in the other. There 
should be no “‘sleeping partners” 
in world commerce. 











The Bank Borrower's Repertoire 
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must have its loan 

officer. “Call a rose by any other 
name —well sometimes the digni- 
tary is termed president or man- 
ager, or vice-president or manager 
of the credit department or even a 
humble cashier, but whoever it is 
whose brow undergoes the proper 
corrugations whenever a customer 
pauses outside the marble counter, 
balances uncertainly on one foot 
and coughing deprecatingly says, 
“| want to borrow a hundred dol- 
lars’ —loan officer he is, for his sins 
and to his sorrow. 

He is at once the storm center of 
the bank's prosperity and the focal 
point of its most delicate contact 
with the public. For while any 
teller can easily be civil—why are 
some of them not?—and render 
satisfactory service to the customer 
whose sole need of a bank is the 
safe-keeping of his cash and the 
payment of his checks, it requires 
a combination of Machiavelli, Tal- 
leyrand and Lord Chesterfield, 
plus an indefinable something else, 
to be the dispenser of the bank's 
credit resources. The man who 
comes in, not only desirous of de- 
parting with a thousand dollar loan, 
but firmly convinced that he is 
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CREDIT MAN 
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What, Pray, Would One Do If One Were 
Deprived of His Pet Talking Points? —= 


By DWIGHT L. CLARKE 


entitled to it and the bank lucky 
to have him on its bills receivable 
ledger, is at best a barren soil for 
planting friendly platitudes and 
courteous phrases if concealed in 
these verbal nosegays is a gently 
worded but firmly meant “No.” 
There are even low, rude persons 
who so handled by the loan officer, 
will depart gruffly with an oath 
and to every acquaintance for five 
blocks down the street impart the 
information that Binks of the 
Umptieth National is an ass, an 
iceberg and no more honest than 
the penal code demands. 

But despite this unavoidable 
cross—and take it from one who 
knows, some of the rejected are 
some cross—this position is the one 
that appeals most strongly to the 
ambition and enthusiasm of the 
rising banker, especially if he 
possess that not inevitable financial 
attribute—vision. And sometimes 
the ambition and enthusiasm take 
him far toward success in the 
crowning ideal of his position— 
safe loans for his bank coupled 
with the retention of the friendship 
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UST as every cir- 
cus must have its 
clown, so every bank 


of the rejected bor- 
rower. They may 
take him far, I re- 
peat, until the grow- 
ing diameter of his bald spot and 
the growing nimbleness of the dys- 
pepsia devils behind his waistband 
make him turn a jaundiced eye on 
borrowing humanity and limit the 
vision to the size of the next annual 
dividend. 

But if the making of loans con- 
stitutes his days problems and 
triumphs, the visits of the “slow 
pay borrowers make up the loan 
officer's abominations. Each one 
of such callers is a possible profit 
and loss item, and the worst bad 
dream in the loan officer's life is the 
charging off of one of his notes. 
He has to guard against worrying 
too much over such contingencies, 
for never was a truer banking 
maxim enunciated than by D. O. 
Mills, the pioneer California bank- 
er. ‘Don't be afraid to lose my 
money,’ he admonished a new 
cashier of one of his banks, ‘‘only 
be careful to make more than you 
lose.” 

Out of the fullness of experience 
the writer has come to classify 
the pleas of the delinquent bor- 
rower. If there are any excuses, 
explanations or apologies for non- 
payment that are not contained in 
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the list, he would like to hear what 
the missing ones can be. He has 
grown to sense in advance what is 
coming from the tone of voice, the 
carriage, the droop of the mous- 
tache, the set of the hat—yes, and 
even the number of days of un- 
shaven beard. 

Mentally he will note “here 
comes number seven,’ or “don't 
bother to say it all, your excuse is 
number four.” And after listening 
politely, his only wonder has been 
at the uniformity of the conversa- 
tions. For the information of the 
uninitiate they are here set down in 
order—of course, you may substi- 
tute “cotton for 
“corn” in one to suit 
your geography and 
“sister for “brother” 
in another. But in the main they 
are warranted applicable to all 
banks in all sections for that prime 
constituent, human nature is as 
unchanging as the eternal hills. 

I—"‘I can’t pay you ‘till I’ve sold 
my corn.” 

2—’*A fellow promised to pay me 
some money he owed me to- 
day but I can’t find him.” 


3—"'| had to buy some hay for my 
cows." 

4—"'I was expecting some money 
from the east but it hasn't 
come yet.” 

5—""] thought my note was for 





No. 13 on the list 


o* 


six months instead of three.”’ 


“| didn’t think you'd want me 


to pay up so long as I paid 
you the interest.” 


“My brother broke his leg 


and I’ve been helping him 
out.”’ 


“My wife had a baby’—(Of 


course an event unforeseen 
when the loan was made 
ninety days ago). 

I need the money to put in 
another crop; can't you wait 
another year?” 


10—"*My 


Orn’ 


barn 






5 
Ww 


5 
( 

cS 

~ ‘ “a 


burned 4 1 
down and / /| 
I'd let the / 
insurance 

run out the \ 


week be- V4) 


fore?” A 

“| made an , QQ 
invest- 
ment a 
: : Thi 
little while \\/ Paiva 
back and No. 1 


I ought t 

to have returns to pay you 
any day now.” (Mental note 
of cruelly suspicious L. O.— 
that last slick mining stock 
salesman made a good haul.) 


‘My mother-in-law has been 


sick and my wife sent the 
money to her.” 


“| had nearly enough to pay 


you last week but somebody 
picked my pockets.”’ 

(Occasionally some cruel L. 
O. will here wonder if the 





friendly 
little 
games 
behind 
Smith's 
cigar 
stand 
havebeen 
resumed. ) 
14—"'I ran in- 
to a fellow with my machine 
and it’s likely to bust me pay- 
ing the damages.” 
“You can't expect me to let 
my life insurance go delin- 
quent to pay you.” 
“I’ve had taxes to pay this 
month.” (Mental note—of 
course taxes can't be counted 
on.) 
Isn't my credit good here any 
longer—Boggs of the State 
Bank offered to let me have 
twice as much.” (Confiden- 
tial advice of hardened L. O. 
—Call that bluff quick.) 





By the set of his hat ye 
shall know him 


7" 


@ A year and a half ago, the hearts 


of the slow pay brethren were made 
glad by a Number Eighteen that 
could be pleaded in extenuation with 
great self-righteousness and confi- 
dence. It ran thus: “I’ve put the 
money into Liberty bonds.” An 
unfeeling tendency of the L. O. to 
counter this with a suggestion that 
those same bonds would be excel- 
lent collateral for a renewal of the 
loan has resulted in Number Eight- 
een becoming virtually obsolete. 

But once more fate has come to 
their rescue and Number Nineteen 
is enjoying a popularity almost un- 
rivalled. And so far the loan offi- 
cer, despite some inward misgivings 
has thought of no rejoinder. For 
Number Nineteen runs, ‘We've all 
been sick with the influenza.” 











3 


Says Francis H. Sisson, vice-president of the Guaranty Trust 
Company of New York: “The company is prepared to take 
back all its former employees in the United States service who 
are physically fit to come back, and will try to take care of 
We had about 500 men in the service. 
have been killed and thirty or forty wounded. 
the crippled in inside or outside jobs, according to which 


Of these, ten 
We will place 


Remember the Back-to-the-Job Movement for Soldier- Bankers 


seems for their best interest.” 
dent of the Corn Exchange Bank, says: “It will be the policy 
of the Corn Exchange Bank to take back all our men in the 
service who want to come back and to place them at their 
old work as nearly as possible. We have written them, offer- 
ing them their old positions, and asking when they expect to 
be discharged. We have about 130 men in the service.” 


And Walter E. Frew, presi- 
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“Spuds’ That Helped Sell The Loan 


POTATO con- An Albany, N. Y.,Contest Won the Farmer, 
Spurred Patriotism and Aided the Bankzes_. 


test conduct- 
ed by the Albany 
City Savings Insti- 





tution, of Albany, N. Y., 
during the Fourth Liberty 
Loan campaign served a 
three-fold purpose. It 
stimulated the sale of 
Liberty bonds, gave im- 
petus to the home garden 
movement and brought 
the farmers of Albany and 
adjoining counties to the 
city and to a closer rela- 











tionship with the banks. 
A $50 Liberty bond 





100 STATE STREET 


ALBANY CITY SAVINGS INSTITUTION 








| $50.00 LIBERTY BOND FOR 
LARGEST POTATO — 











| 








Our Partial Payment Plan 
FOURTH LIBERTY LOAN BONDS 


—TERMS 
First Payment 5 Per Cent With Application 


Balence Withee « Your —Me Stted Amount. Ne Stated Deter 
4 1-41 Interest Allowed on Payments 


Albany City Savings Institution 

















was offered by the insti- 
tution to the person who eat 
presented the largest 





Forest 


lance Within a Year 


OUR PARTIAL PA’ 
TERMS 
Payment 5 Per Cent Wit 
$5000 Bond 
$100 00 Bond 
No Stated Amounts 


41-48 Interest Allowed on Payments 
8 MACRETT Premeen! rrane wena 


\YMENT PLAN 
FOURTH LIBERTY LOAN BONDS 


100 State Street 
Wm. S. Hackett, President. Frank H. Williams, Treasurer | 
ee 











Potato Test POTATO 





home-grown potato dur- 
ing the campaign. The 
weight of the potato was 
to determine its standing and al- 
though the heaviest potato entered 
in the contest was rather irregular 
in shape, the bank stuck to its 
agreement and awarded the prize 
to Henry Larkin, of Sloansville, 
Schoharie County, whose product 
of the soil weighed two pounds, 
five and one-quarter ounces. There 
were sixty-seven other contestants, 
each potato being numbered as 
received, beginning with No. 1, by 
means of a gummed label. A du- 
plex ticket was also used, the bank 
retaining one of the stubs which the 
contestant signed and thecontestant 
keeping the other stub as a receipt. 
Thus the bank was enabled to keep 
an accurate record of contestants. 

A few days before the contest 
opened, a large advertisement 
appeared in the Albany daily and 
in adjoining county papers an- 
nouncing the plan, incorporating at 
the same time the bank’s partial 
payment provisions for selling 
bonds. Several times during the 
campaign, news items appeared in 
the papers stating the progress of 
the contest and giving the names 
and addresses of the contestants. 








,. 68 
New 


6S 
Ae fe att’ 
GLE: 





the decorations, 
street meetings and 
general enthusiasm 
would go a long 
way toward obtaining for 
Albany much larger farm- 
er-subscriptions to Lib- 
erty bonds than might 
otherwise be expected 
through the regular and 
more or less convention- 
al channels of publicity. 

The plan also enabled 
the bank to roll up the 
amount of its own sub- 
scriptions, incidentally 
benefiting the institution 
through the,.medium of 
advertising and affording 
the officers an unusual op- 


Lon 


Aaa ny 


portunity to meet a large 





duplex ticket that identified the contestant 


The officials of the bank made 
automobile tours of the rural dis- 
tricts posting placards in the coun- 
try stores and distributing other 
printed matter outlining the rules 
and regulations. At the close of 
the contest, all of the contestants 
were notified personally by letter as 
to the weight of their own potatoes, 
the weight of the winning potato 
and the name of the winner. 

A news article then appeared 
announcing the winner and giving 
honorable mention to the persons 
holding second and third places. 
A complete list of the contestants 
was likewise printed, with the 
names of the judges, who were 
three trustees of the bank. 

Several of the largest and a few 
of the freak potatoes were 
selected and placed on exhibition 
in the front banking room where 
they attracted considerable com- 
ment and attention. These exhibits 
stimulated interest and contributed 
to the advertising value. 

It was believed—and the belief 
was wholly justified—that the con- 
test during the campaign would 
bring the farmers into the city where 
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Effective advertising put the contest over. Below is shown the form of 


number of potential de- 
positors and to sell 
them on the modern bank idea. 
A large number of bond sales were 
traceable directly to the contest 
and the names of the contestants 
have constituted ever since a splen- 
did mailing list for advertising liter- 
ature. This list has been productive 
of new business that could not have 
been made available otherwise. 

A further boost to bond sub- 
scriptions was effected by an ad- 
vance announcement that the bank 
would publish in the newspapers 
an honor roll of all who subscribed 
on a specified day (September 28 
1918). The subsequent printed 
honor roll contained the names of 
255 subscribers whom the bank 
congratulated in the announcement 
‘on their patriotic effort to make 
the opening day of the campaign a 
winning success” and offered the 
services of the institution to those 
who could not conveniently sub- 
scribe on the opening day. 

The partial payment plan fol- 
lowed required a first payment of 5 
per cent with the application and 
the balance within a year—in no 
stated amounts and on no stated 
dates. 








Some Broad-Gauge 


HE 








in- | 
teresting 
campaign of @ 


advertising in 








Advertising 


“WELCOME 
River TRANS- 








national medi- 
ums by and for 
the city of New 
Orleans is open- 
ing the eyes of 

















the country to 
the wonderful oo 1~erwens 
progress and 
future possibil- 
ities of that 
southern port, 
which has so 
many natural 
advantages, 


Re 





Uptown New Orleans 


Hibernia Bank @& Trust Company 


“Welcome - 


River Transportation 








Welcome Cattlemen 


Hibernia Bank & Trust Company 


PORTATION 


“This adver- 
tisement 
appeared in the 
New Orleans 
papers on the 
day of inaugu- 
rating the 
revival of Mis- 
sissippi traffic— 
a most signifi- 
cant event for 
New Orleans. 





‘*LOWER 








Hibernia Bank @& Trust Company 





especially its 
location near 
the mouth of 
the Mississippi and 
in a direct line with 
the Panama Canal. 
A New Orleans 
banking institution which is doing 
its best to promote the prosperity of 
New Orleans, and to handle the 
growing financial business resulting 
from it is the Hibernia Bank & 
Trust Company. Since Fred W. 
Ellsworth left the Guaranty Trust 
Company of New York to become 
vice-president of the Hibernia, the 
advertising of that institution has 
taken on new life. I am inclined 
to believe that this is a case where 
“post hoc ergo propter hoc” 
(after this therefore on account 
of it) is not a fallacy. It is only 
natural that the man who put 
the Guaranty on the map from 
a publicity standpoint should 
proceed to do the same for the 
Hibernia. In any event, there 
is some big constructive bank 
advertising being done down 
there in the metropolis of the 
Southland, and | consider it 
a privilege to reproduce some of 
it (Fig. 1) in my department this 
month, together with Mr. 


Ellsworth's comments thereon, 
as follows: 














A New Orleans Bank That Has a National 
Outlook; Other Good Copy Suggestions es_> 


By T. D. MacGREGOR 


Vice-President, Edwin Bird Wilson, Incorporated 
New York 


“UpTowN New ORLEANS 


This is one of a series of a dozen 
ads. to stimulate business for our 
new Jefferson Branch which is 
located in that part of the city 
known as ‘Uptown New Orleans.’ 
We are featuring the big industries 
and business centers in this section 
of the city. 

Fig. 2 
Welcoming 


the boys 
home 
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Fig. 1. Bank advertising 


FREIGHT RATES 
To AND From 
THE SOUTH 


This appeared 
in the Chicago, St. 
Louis, Kansas City 
and Omaha news- 
papers, and was 
practically the first public announce- 
ment of a new freight tariff which 
materially affects shippers up and 
down the Mississippi Valley. We 
have had some very definite re- 
sponses to this advertisement which 
can be measured in actual dollars 
and cents from cities all along the 
Mississippi Valley. 


with vision 


“WELCOME CATTLEMEN 
“During the week of February 
10, last, the Southern Cattlemen's 
Association held its annual con- 
vention in New Orleans with about 
1,500 cattlemen in attendance. 
On the first day of the conven- 
tion our advertisement ‘Welcome 
Cattlemen’ appeared in the New 
Orleans papers. This was fol- 
lowed during the remaining days 
of the convention with other 
advertisements, the first of which 
was ‘Making Louisiana Cattle 
Worth While.’ Each of these ad- 
vertisements covered the big 
outstanding feature of the pre- 
vious day's sessions. 
‘In the middle of January there 





/ Burroughs 


‘Clearing House 











Let Us ALL Get BEHIND TH1s MovEMENT 


Twenty Feet of Water to the Sea a Great Thing 
For a Greater Stockton. 
More power to the Twenty Feet of Water 
to the Sea movement! 
There is no greater project before the 


lately and banks 
naturally have 
had a part in it. 
When Mohawk 
Valley units re- 


Only One Way 
To Bequeath 

| Your Knowledge 

' and Ability 














matter 


your wishes, and your heirs will be 
enced, perpetual State-supervi 
equipped for this special work. Cx 













Ask for a copy of booklet, ‘The Street of By-and-By,"” 
@ discussion about Husbands and Writing Wills. 





»y this strong, expen: 
titution, fully authonzed and 
nsult us now about this important 


Trust Company. 

The certificates are backed by all the assets of 
this strong institution, and are issued in any | 
amount, from $100 up. They run for 3, 6, 9 
months or a year and are renewable. While the 


Deposit Company 
decorated in their 
honor as shown in 


cies < ’ scale wea ‘community today. 

business ability and financial acumen are a bulwark of ° . Spare 
Yous for your wife and children while you live : sa | turned earl rin It's a big job, but it is not too big for 
Unfortunately. you cannot bequeath those things to them with the 4% interest on funds awaiting | y Stockton. This institution demonstrated 
tangible pri feanty you have accur mulated « oo it benefit, and your | | x . ® . . . 
heirs may not be able to “ca 2 they wall permanent investment | the year the Utica its faith in Stockton and San Joaquin county 
But there is a way to project some of your aeiail y into that csieus csahtiind esneeni=auae te die | (N Y ) Trust & when it erected its nine-story bank building. 

hich you can have no hivir t. Ha la draw < . | - “ * : 

piss poser tect be other! Te t Con sect ead west hes strong points in favor of placing your surplus | That was a little over two years ago and 
You will thus be assured of the cz partial carrying out of funds, temporarily unemployed, on interest- | 


today the building is 100 per cent rented. 

It seemed we were far in advance of the 
times when we took this step, but the com- 
munity has developed faster than the most 
optimistic dared venture. 


certificates cannot be checked against, they are 
negotiable by endorsement and make good col- 
lateral for loans. Funds thus deposited draw 

| unterest at the rate of 4% per annum for every | 
day of the time agreed upon. 


} 
| 
beanng certificates of deposit in the Syracuse | 


the reproduced 
photograph (Fig. 
The banner 


So with the 20 feet of water to the sea 
project. From a community standpoint it is 
a big thing, but the bigger the undertaking 


Che Syracuse Crust Company 


| 

| 

Capital and Surplus $2,500,000 | 
330 South Warren Street | 























eae Ae rk Ce ount 1eS. 
f attorneys and 
le 








ents to their 
The Syracuse Trust Co: 
a convement locatior 


In othe ways it 1s our constant aim to co-operate 
with attorneys for our mutual interest and t 


Services plus courtesy | 








for you to establish 

but even with ail 

ibe something miss- 
~ 





“We banked on 
you boys of the 
Mohawk Valley and you 
more than exceeded our 
hopes. ° 
The entire structure was 





raton 





of our chents and their 
Ask for a copy of our booklet, **The 
Street of By-and-By,”’ a Discussion | 
about Husbands and Writing Wills 


‘Die Syracuse Crust Company | 
Capital and — $2,500,000 | 
330 South Warren Ser | 


SYRACUSE ‘NEW YORK 





SYRACUSE 








You will find nothing lacking at 


The Syracuse Trust Compass 


Capital and Surplus $2,500,000 
330 South Warren Street 


outlined jin electric lights 
with the flags of the Allies 
floating from poles around 
the roof cornice. From 
the flags extended down- 
ward panels of red, white 


NEW YORK | 














was held in New Orleans the Mis- 
sissippi Valley Foreign Trade Con- 
vention, attended by delegates 
from all of the principal cities of 
the Mississippi Valley. On the 
opening day we ran an ad. in the 
New Orleans papers which dis- 
cussed the purpose of the conven- 
tion, and on the second day we ran 
another advertisement, ‘Foreign 
Trade and the Mississippi Valley,’ 
covering the outstanding features 
of the previous day's session. 

“The major portion of our ad- 
vertising, as indicated by the 
samples referred to above, is what 
may be known as ‘good will’ ad- 
vertising. Based on the experience 
of other successful banking institu- 
tions, this kind of advertising 
cannot fail to produce large results, 
although of course, they are not 
always easy to trace.” 


HERE has been a lot of wel- 
coming of home-coming soldiers 


Fig. 3 
A strong new series 


and blue stripes. 

At the corner of the 
building was a big electric 
sign bearing the word “Wel- 
come.” Around the cornice of 
the building shone seven electric 
stars for the boys employed by the 
company who have been in service. 
A single gold star outlined in electric 
lights was for the one who died 
in France. 


— trust companies adopt- 
ing new advertising methods 
is the Syracuse Trust Company, of 
Syracuse, N. Y. I am pleased to 
reproduce samples of the new news- 
paper advertisements of this pro- 
gressive institution (Fig. 3.) 


DVERTISING banks are cer- 
tainly boosters for their com- 
munities. Look at that Oakland 
shipping scene in the advertisement 
of the Central National Bank 
(Fig. 4), and listen to the Farmers 
and Merchants Bank of Stockton, 
Cal., which says in a newspaper: 
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th det ined wes dbet ke i 
SYRACUSE see 2). Seeah ieuniediae aamder tema 
: a —. = The Syracuse Crust Company, on the building wil belerin ieee. 
Co-operation With Attorneys Capital and Surplus $2,500,000 read: We heard Capt. Dollar declare it could 
"Tver er tat cect eb cobasmieee S ' be done and he'd be the first man to sail an 


ocean-going vessel up the deep waterway. 

So the Farmers and Merchants Bank 
stands ready as an institution and its force 
as individuals, to do its part in bringing 
about this great undertaking, thereby mak- 
ing Stockton a port of entry and giving it 
advantages that will bring unprecedented 
development. 

All together, now, for a greater city. 


SING the chart idea for show- 

ing the growth of deposits and 
resources as suggested in this maga- 
zine some time ago, the Farmers 
and Mechanics National Bank of 
Westminster, Md., got up a news- 
paper advertisement in which it 
said: 

“The Farmers and Mechanics 
National Bank calls attention to 
the unusual chart herewith, show- 
ing the trend of its individual 
deposits and its total resources 
during the years 1917 and 1918. 


Oakland's Past in 
Pacific Commerce 


Leading the United States in ship- 

building records—terminal of three 

transcontinental railroads — posses- 

sing 9% miles deep water dockaye 

space. Oakland's future as a dorm- 

nating factor in Pacific Commerce 
1s assured 


Fig. 4 
Hard to beat 





jakland’s mariti 
development 


Central National Bank 

















/ Burroughs 


Clearing House 


This very gratifying increase in 
its business has been accomplished 
by the attraction of new customers 
but more especially by the fidelity 
and devotion of our old friends and 
depositors. 

“Such evidence of friendship is 
most sincerely appreciated by the 
officers and management of the 
bank, and it is their earnest wish to 
more truly merit this valued pat- 
ronage in the future, by careful, 
faithful, personal service. 


S everybody knows, there has 
not been much house build- 
ing in the past few years, but there 
are some signs of a revival along 
those lines notwithstanding the 
continued high cost of labor and 
materials. H. B. Grimm, director 
of the Department of New Business 
of the St. Joseph Valley Bank, 
Elkhart, Ind., sends me a couple of 
good illustrated ads. (Fig. 5) by 
means of which his bank is helping 
along the building revival in its 
community. 


HOSE two ads. from Detroit and 

Cincinnati (Fig. 6) contain some 
points of interest. “Step up to 
Window 17” is certainly definite 
enough to satisfy even Old Man 
Specific who disported himself in 
the pages of Printers’ #4 


department 











| zor testes e Central Trust Co. 




















store style of 
bank advertise- 
ment, but the 
way it is set up 





. Step Up To Window 17 ah hing neve of 8 trust that t we hare inet pie ced on 
is a shame. ee 
| --pass a dollar or more % 
through to the teller and t 
ANY bank : f'e A say “ Savings.” teat Sz ea 
¢< ‘votes his time he 
booklets You will be given a sig- nen ee coed Sar oes purely 
, nature card to sign; then as ~y _ by Leet rotrcttone 
; ‘ @ pass book with the at ¢ Oe one tk eobaceb ta th 
circulars, fold- an Ee se a 
duly recorded. And that’s 4 tomes “pa aa 
ers, Ctc., have all there is to it! ee: 


reached my desk 
in the past 
month. Some of |: 
the outstand- | 

| 


Tape. 





that 





ing ones are: 
“Chemical Men 
in Service,” 





How To Open 
A “Commerce” It 
Savings Account now 


No questions to ask, no = png ‘ ae nd it 
annoying details, No Red 


simplified banking 
pot it possible to say 


“A Dollar and a Minute 
Open a Commerce i a 
Savings Account.” Co ny 6p e mech and many ob pr 


National Bask of Commerce 


OF DETROIT 





15 East Fourth Street. 
All ones February, $s War Stamps, $4.13 





a! eat gow € systain an sop a Yaa 
of hostilrtses 


_ BENEFITS OF A LIVING TRUST 


¢ actual progr 













t ts broad in its sco 
sired. 
t to do and we will co 


cat you are not sat 
ished ent can be 











SN OUR BOND DEPARTMENT 


reed stuck the Nald 
tue 











TEAL ESTATE TB OF TEREST 











Chemical Na- | 
tional Bank, (— Pe 
New Y - 
Th Lk: a of Fig. 6. Interesting headings and 

7 . cagee o good layouts help a lot 
Nations,” Old 


Colony Trust Company, Boston; 
general booklet, printed notice to 
shareholders and series of Boy Scout 
blotters, the Royal Bank of Can- 
ada; a bound volume of “The 
Home Bank Monthly,” the Home 
Bank of Canada; a savings booklet, 
the Union Trust Co., Limited, 
Toronto, Can.; ‘Teach Your Child 
Money-Wisdom,” Mercantile Trust 
Company, St. Louis; and ‘Our Chil- 

dren, How shall 





Ink a few weeks ago. 
The Central. Trust 
Company advertise- 
ment is a splendid 
example of the 


Fig. 5. Bank boosts building 








of 





Build! 


_, Building 1s one of the keynotes of the 


we teach them 
to Save and 
Spend?” the 
Southwest Na- 
tional Bank of 
Commerce, 
Kansas City, 
Missouri. 
EOPLE in 


di It offers 





od 
Again We Say— 
BUILD! 


More homes are needed 
m ELKHAR T—city of 
homes. To own a home is a 
good step towards inde- 
=] pendence. 

; If you have part of the 
necessary funds — we will 
loan you the balance. 


Consult Our Officers. 


ment. 





peace 
a substantial solution to the unemploy- 
ment situation. 


This bank stands ready to assist you 
in adding to your own resources and to 
= | the nation’s weath by building at this time 
=| Investment in building has always been 
— | considered a good form of safe invest- 


' Elkhart has a future. The way to re- 
‘| alize it is by working, instead of talking 
and drearring about it. 


It is the mission of this bank to help 


you. Call and discuss with our officers 
how to finance the building of your home. 


St. JosephValley 
Bank 


“The Bank of Helpful Service” 


the smaller 
towns and rural 
communities 
need to be edu- 
cated on the 
safe deposit box 
idea just asmuch 
as city people. 
The Montesano 
(Wash.) Na- 
tional Bank 
published this 
interesting safe 

















deposit adver- 








tisement: 








LET OHIO'S OLDEST INCORPORATED 
TRUST COMPANY SERVE YOu 








“You will appreciate the security 
offered by our new chrome steel 
safe deposit boxes. 

These boxes lock with two keys. 
One you carry, the other, the master 
key, we hold. It takes both keys 
to unlock the box. 

“See the protection it offers you 


for your Liberty bonds, War 
Stamps, insurance policies, deeds, 
notes, mortgages, abstracts, and 


valuable jewelry. 

“It is more difficult to preserve 
or keep property than it is to ac- 
quire it. One of our safe deposit 
boxes will assist you in the preser- 
vation of your possessions. 

“It is the best insurance you can 
take out against loss, fire or theft. 

“Price three and four dollars per 
annum. Come in and let us show 
them to you.” 


N order to let the public know 
how effective its efforts in behalf 
of the 4th Liberty Loan were, the 
Bank of Jonesboro, Ark., ran a 
half-page newspaper advertisement 
giving a list of the forty Arkansas 
banks which made the best records 
in this respect and lo, the Bank of 
Jonesboro was No. 8 in the list, 
although there are several larger 

places in the state. 
(Continued on page 22) 










The DICTAPHONE— 


for Letter-Writing 


Its Simplicity Saves Money 


The Dictaphone saves American 
business thousands of dollars every 
day because hundreds of offices use 


Dictaphone is the most economical 
letter-writing system. 


it, and it cuts the cost of each 
letter one - third. 


Big offices and small offices in 


The Dictaphone gives large volume 
at low cost because its scien- 
tifically simple, mechanically 
perfect, dependable, quick, and 








every line of trade find that The easy to use. 


™ DIC TAPAVNE 


" Registered in the U.S. and foreign countries 
SG) 


= Dept. 142-E Woolworth Building, New York City 


Branches Everywhere Write for booklet, ‘‘The Man at the Desk’’ 
There is but one Dictaphone, trade-marked “The Dictaphone,” made and merchandised by the Columbia Graphophone Company 
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Clearing House 
— 


Advertising 


Written to fit your individual local 
conditions and to reflect your policy. 








A special service for each client — 
no stock formulas. 


William 8S. Walker 


Financial and Industrial Advertising 
Park Building, Pittsburgh, Pa. 


-EMERALITE 


ADDING “MACHINE 


—They’re Worth It: 


Put our special model No. 8734 A. M. on 
your adding machine. 
efficiency for you and less strain on your 
eyes. Clear, steady light, without glare, 
due to the restful green Emeralite shade. 


i a. 


It means more 


Makes any operator a better 

operator—for speed, accuracy 

and vision. 

Sent on approval—so write 

today and test an Emeralite. 

Ask for Booklet, showing full 

line of 30 Emeralite Lamps— 

for office and home. 

Fits any metal stand and harmonizes 
with finish of machine. 

PRICE COMPLETE 

$13.00 EACH 


H. G. McFADDIN & CO. 
40 Warren St. NEW YORK 













HEFEi isa book that should be in every 
sportsman’s library. Illustrated by 
Briggs the famous cartoonist. 
A live entertaining tale of 
fishing back in the boy- 
hood days. 


FIFTH EDITION 
THE DAYS OF REAL 
SPORT—FREE 
Tells how to lure game fish. Gives many practical 
hints and helps on casting and angling. Write for it. 
SOUTH BEND BAIT CO. 
11585 COLFAX AVE.. SOUTH BEND, IND. 
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.* is hard to get away from a preachy tone in 
savings advertising, though some preaching is 
effective, as witness Whitefield, Finney, Moody and 
Sunday. Taking as a text Benjamin Franklin's prov- 
erb, “Honey is sweet but the bee has a sting,” the 
La Grange (Ga.) Banking & Trust Company, gives 
this full-page preachment on “Thrift: ” 

“Life is at best an uncertain quantity. Often when 
everything seems to be gliding pleasantly along, the 
unexpected happens. Work may fail. Health may 
fail. Any one of a thousand emergencies may arise. 

“Benjamin Franklin indicates in his message about 
the honey that unless we exercise temperance in the 
matter of our pleasures we are apt to suffer the sting 
of remorse. How true this is. 

‘The time to cut down foolish extravagances and 
practice thrift is 
now — not tomor- 
row or the next 
day—BUT NOW. 

“A few dollars 
will open a savings 
account, and a few 
dollars added to it 
every week or 
every month will 
serve both as a 
protection against 
emergencies and as 
a preparation for 
the time when the 
hand will not be 
quite so steady as 


Un nb bdddeddadddddddddddddddcddcddddddddddd eet 


OUR STATEMENT 
(On Page 5 in This Paper) 


The officers and directors of The 
Pennsylvania Trust Company offer the 
jon that d i as well as those 
who contemplate eoming bank accounts 
take note of the stabiliny soundness and 
growth of the institution, as shown by its 
statement, published on Page 5 in this pa- 
per. 

The strong financial condition of this 
bank is due to its strict adherence to the 
principle of conservative banking along 
Progressive lines—this same principle as- 
sures that the bank will continue to grow 
in its capacity to serve with cfficiency. 


The Pennsylvania Trust Co 


536 PENN ST., READING, PA. 











it is today, nor | 
the heart beat so COMMU UO pod MWY MUD 
Cont - , Fig. 7. Try this with your statement 


ALLING attention to the bank's statement by 

means of a separate advertisement is a pretty 
good idea not often used. I am showing how this is 
done by the Pennsylvania Trust Company, Read- 
ing, Pa. (Fig. 7). 


O try to prevent Liberty bond buyers from losing 

their habit of thrift and safe investment is one of 
the present duties of American bankers. The Capital 
Trust & Savings Bank, St. Paul, has sent out a good 
booklet on “Investments on the Partial Payment 
Plan” to the thousands of persons who bought Liberty 
bonds through that bank and the affiliated Capital 
National. The partial payment plan is thus 
illustrated : 


Let us assume that on January Ist you use our partial payment 
plan to purchase a $100 6% first mortgage bond, upon which the 
interest is payable semi- calle on February Ist and August 
Ist making your payments monthly extending over a year. 
account on December Ist would be as follows: 


Your 
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CREDITS = = 
Payments Interest us a VR 

January Ist $12.00 11 months $0.66 ae \W) 
February Ist 8.00 10 ? 40 ——. —— 
March Ist 8.00 9 36 YPOCOUN 
April Ist 8.00 8 32 LINEN 
May Ist 8.00 7 .28 P f- J e 
June Ist 8.00 6 .24 Mc A 
July Ist 8.00 5 .20 = ope as A ac. ime 
August Ist 8.00 2 16 E 8 keh 
September Ist 8.00 3 AZ = O°. 27E ptt Yr 
October Ist 8.00 2 .08 = 
November Ist 8.00 l 04 
December Ist 8.00 00 WS 
Total — « 
Principal Payments $100.00 Interest earned $2.86 $102.86 on <Y 

DEBITS 


6% First Mortgage Bond due December Ist, 1923____$100.00 
Accrued interest August Ist to December Ist___-$2.00 $102.00 


Balance due you (4 months at 6%) 





N_ the Bankers 
Trust Company 
advertisement 


HE VITAL STATISTICS OF A 
BANK should be so perfectly 


heated “A Geel recorded and preserved that noth- 
Way es I tiew: 6 Sean ing will render them illegible. 
ployed Funds” 

(Fig. 8) is seena f TYPOCOUNT LINEN LEDGER PAPER 


new type of illus- 
tration which 
brings out in even 
greater strength 


and Machine Bookkeeping is the logical 


combination to insure businesslike records. 

















| Bankers Trust Company | Fhan usual the ORDINARY LEDGER PAPERS fail in 
| sere ofc, Company's beauti- \ the endurance tests to which Machine 
| cr stnceoarao ne grade cet ful building. | Bookkeeping papers are subjected. 
—_—_—— G hought . : 
Fig. 8. A new kind of illustration mantra TYPOCOUNT is especially designed and 
anent the cor- ; nee ; 
ne , ' Hl highly specialized to meet these require- 
porate versus the individual executor is contained in § It h liabil; 4; 
this advertisement of the First Trust Company of ments. it has pila a and is a tough, 
Lincoln, Neb.: i full-fibred stock of uniform texture and 


hard smooth writing surface. It has 
strength to withstand constant handling, 
has unusual erasing qualities, and is of a 


‘How OLp 1s YouR EXECUTOR? 


“In many wills, where individuals are appointed 
executors, time passes without the thought that each | 
t good buff color. 
year your chosen executor is growing older. He may } 
not be as capable in later life. His health may § 
require his absence for a greater or less time or of VUUUUUUUAUEEUUENTUAU TENANT TOU OETT EAT OAU TEA EAA TENT A EE e 
course, he may die ” as Sheets for machine tests will 
ae.” : ’ be furnished upon request. 
None of the above contingencies will occur if a f P q 
: Send today for some of these 
trust company is named either as executor, Co- for actual test on your machine. 
executor or trustee. A trust company is con- 
stantly acquiring experience, which accumulates 
with age. 
“We suggest that you revise your will and consult 
with our officers or your lawyer about the appoint- 
ment of the First Trust Company. The expense of 


WANNUNUUEUONYEAUOOU EAT ENAEATEAT OMA TOAU EAT OUU EAU EEE 


Byron Weston Company 
“The Paper Valley of the Berkshires” 
our service is never greater than that of an individual { Dalton, Massachusetts 


and your estate has the benefit of both efficiency 
and experience.” 
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BANKERS: 









Let the 
“ 


9” American 
A.B. A: ine Cheques 
. make your trip safe and pleasant. 
-|* If you use them yourselves you | 
g will recommend them to your 


customers. | | 


BANKERS TRUST COMPANY 


NEW YORK CITY 


Systematize Your New Business Efforts 


To organize and make effective 
your “‘new business” work, use 


“THE NEW BUSINESS DEPARTMENT”’ 


By T. D. MacGREGOR 


One large bank bought six copies of this handy book and uses it as 
the basis for all its new business efforts. Just as valuable for 
smaller banks. It shows you how to get and hold new business. 


Price $1.00 postpaid 


Bankers Publishing Co., New York City 





Ask for circulars of MacGregor’s other books, ‘‘Pushing Your 


Business,” ‘‘2,000 Points for Financial Advertising,” ‘‘Bank 
Advertising Plans,” and ‘‘The Book of Thrift.” 





Bank bookkeepers are like bellboys —always ready 
to page somebody for the least account. 


* * * 
A receiving teller is always strapped for money. 
* * * 
A good war phrase for a bank is — ‘ customers 


charged at the point of a pen.."—Clarence T. Hubbard. 
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The Trade and Bank Acceptance 
By JOHN CLAUSEN 





This is the first installment of an article in 
which the author makes a thorough analysis of 
the development of acceptances——The Editor. 





E hee unprecedented economic changes which have 
taken place present no more striking phenomena 
than the rapid strides of our industrial activities and 
while no one can foresee with any degree of certainty 
what the conditions will be after the war, it would 
seem timely for the study and solution of difficulties 
which impede the free flow of oversea trade and impair 
the more rapid building up of a permanent and pro- 
fitable commerce when normal times again prevail. 

We must face conditions as they now appear and 
recognize that of vital concern are the broader inter- 
national problems of industrial competition and 
efficiency. The day of barter is long past; no longer is 
it a question of trading commodity for commodity or 
so buying in a reasonably open competitive market the 
products of industry. In the present time and age it is 
a matter of trading through other mediums of ex- 
change, and while recognizing an equal desire on the 
part of the producer to sell his goods and that of the 
financier to facilitate the operation, it frequently 
happens that when considering the strict economic 
principle as applied to commercial undertakings, the 
power of sober reasoning is not plainly apparent and 
fully manifested. 

The measure of success to which we are entitled will 
largely depend upon our ability to meet in organized 
and scientific strength the competition of other nations. 
If, therefore, we are to become the financial center of 
the world, and gain assured supremacy in international 
trade, we must make adequate preparation for retain- 
ing these national advantages as well as for assuming 
all the responsibilities and obligations which are 
attendant upon them. 

Our banking element must be determined to 
modernize their methods thoroughly and in good time, 
as lack of interest or procrastination in this direction 
may seriously check the work of trade expansion upon 
which so much depends. There are many reasons why 
the country banker particularly should enter a broader 
field of operation for time alone will show with what 
vigorous efforts the larger banks throughout the 
United States will enter into competition with them 
by means of the added facilities afforded under the 
new banking law. The consequent absence of restraint 
in rivalry for business as between the larger and the 
smaller institutions, may no longer figure as a barrier 
to the enterprising city banks, who in their keen 
pursuit for developing new activities may less likely 
respect the old concepts of restricted territorial right 
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While, of course, this feature of the situation mainly 
iffects home conditions, it must not be forgotten that 
there are likewise to be considered the problems which 
confront us in our foreign banking relations. 

Our traditional methods in this direction particu- 
larly must be earnestly taken under advisement by 
our forward-looking men of affairs, as the lack of 
interest to further the scope of our system of branch 
banking in foreign countries may seriously check the 
work of trade expansion and place our merchants at a 
disadvantage in later meeting aggressive European 
trade competition. 

It is generally opined that in order to enable the 
wheels of commerce to run smoothly and rapidly, our 
foreign relations cannot successfully be developed so 
long as it is necessary to operate through banking 
institutions of competing nations. 

The Federal Reserve Act provides for the establish- 
ment of branches by member banks in foreign countries 
and on the assumption that it would better serve their 
interests, the law of December 23, 1913, was subse- 
quently amended to provide that members of the 
system may co-operate for the purpose of jointly 
owning and operating foreign dependencies. Section 
25 of the Federal Reserve Act, as amended reads: 
Any national banking association possessing a 

capital and surplus of $1,000,000 or more may file 
application with the Federal Reserve Board for 
permission to exercise, upon such conditions and 
under such regulations as may be prescribed by 
the said board, either or both of the following 
powers: 

First: To establish branches in foreign countries 
or dependencies or insular possessions of the 
United States for the furtherance of the foreign 
commerce of the United States, and to act if 
required to do so as fiscal agents of the United 
States. 

Second: To invest an amount not exceeding in the 
aggregate ten per centum of its paid-in capital 
stock and surplus in the stock of oneor more banks 
or corporations chartered or incorporated under 
the laws of the United States or of any State 
thereof, and principally engaged in international 
or foreign banking, or banking in a dependency 
or insular possession of the United States either 
directly or through the agency, ownership or con- 
trol of local institutions in foreign countries, or 
in such dependencies or insular possessions. 

Such application shall specify the name and capital 
of the banking association filing it, the powers 
applied for, and the place or places where the 
banking operations proposed are to be carried on. 
The Federal Reserve Board shall have power to 
approve or to reject such application in whole or 
in part if for any reason the granting of such 
application is deemed inexpedient, and _ shall 
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Labor Saving Devices 
From the X-RAY Line of 
Better Bookkeeping Equipment 


X-RAY Posting Cabinet 


protects checks 
and deposit 
slips — in- 
sures speed 
and accu- 
racy—saves 
time. 

A very necessary unit of the bookkeeping system. 


Keeps the items from slipping around while posting, 
and prevents their loss from sudden drafts. 
SPEEDS UP THE POSTING OPERATION. 
Cabinet closes up compactly to protect contents when 
not in use. Takes up little room in vault. Steel 
construction—sanitary and durable. 


















Quickly sorts 
checks and 
deposits slips 


| Safeguard 
| Speed Sorter 


Takes small 
space on 
teller’s desk 


A convenient, compact and practical device designed for the 
betterment of the bookkeeping department of your bank. 
Built on the vertical file principle, takes up very little space 
and may be kept within convenient reach. Deposit slips 
sorted on left — checks on the right — combination index 
serves for both. Items easily sorted and quickly located. 


ADJUSTO 
Tray - Binder 


Posting Machine 
Ledger Equipment 
provides the most efficient 
method of handling ac- 
counts. Holds up to 2000 
sheets. Takes sheets of 
any size. Sheets rest on 
non-skid base. Adjustable to 
any position. Locks like a 
ledger binder. Provides instant 
reference to accounts, before, 
during, or after posting. Works 
hand-in-hand with any posting 
machine. Used and endorsed 
by thousands of banks through- 
out the nation. 
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We Make Complete Bookkeeping Systems 


_Lefebure Ledger Company 


Cedar Rapids, Iowa, U. S. A. 
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AT LAST! 


A Perfect Fastener 


Securely binds two to forty sheets of paper 
(or cloth) with one stroke of the lever. ih 
Makes its own staples from a ‘‘Spool-O- | 


Wire.’’ Over 15,000 staples on a spool 
and cost about ten cents per thousand. 
Can’t be spilled, misplaced or wasted. 
Always ready for immediate use. Accurate, 
Efficient, Economical and Easy to Operate. 

Price complete - $17.50 

Extra spool of wire 1.80 

Write for Illustrated Booklet 


Hutchison Office Specialties Co., Inc. | 


mMUTCrHSON 


501 Fifth Ave. <i G- 





— | 





=> New York City 
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The faster the left hand turns up 
the items the faster you can post. 









Separate compart- 
ments for posted and 
unposted items— 

1. For checks not posted. 

2. For checks posted. 

3. For deposit tickets not 

posted. 
4. For deposit tickets posted. 


A Factor in Faster Posting 





The Coleman Time-Saver Check and Deposit Tray is designed 


to keep pace with the speed you seek from your machine and | 


your ledger. The three must operate asa unit. If supplied 
with one of our trays, each operator can cut posting time from 
five to thirty minutes daily. Items segregated in separate 
compartments eliminate useless motions, insure convenience, 
and save the minutes that mean dollars. 

Apply the principle of the currency drawer to your posting 
system. 

Thousands of banks all over the country use Coleman Time-Saver Check and 


Deposit Trays. Many large banks have equipped all machines. No bank too 


small to use profitably. Sold on a money-back guarantee. 


Price $7.50 f. o. b. Detroit, Mich. 


Richardson & Scott 


1977 Woodward Avenue 
DETROIT, MICH. 
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also have power from time to time to increase or 
decrease the number of places where such banking 
operations may be carried on. 

national banking association operating 
foreign branches shall be required to furnish 
information concerning the condition of such 
branches to the Comptroller of the Currency 
upon demand, and every member bank investing 
in the capital stock of banks or corporations 
described under subparagraph two of the first 
paragraph of this section shall be required to 
furnish information concerning the condition of 
such banks or corporations to the Federal Reserve 
Board upon demand, and the Federal Reserve 
Board may order special examinations of the said 
branches, banks or corporations at such time or 
times as it may deem best. 


Before any national bank shall be permitted to pur- 


chase stock in any such corporation the said 
corporation shall enter into an agreement or 
undertaking with the Federal Reserve Board to 
restrict its operations or conduct its business in 
such manner or under such limitations and 
restrictions as the said Board may prescribe for 
the place or places wherein such business is to 
be conducted. If at any time the Federal Reserve 
Board shall ascertain that the regulations by it are 
not being complied with, said Board shall be 
authorized and shall have power to institute an 
investigation of the matter and to send for persons 
and papers, subpoena witnesses and administer 
oaths in order to satisfy itself as to the actual 
nature of the transactions referred to. Should such 
investigations result in establishing the failure of 
the corporation in question, or of the national 
bank or banks which may be stockholders therein, 
to comply with the regulations laid down by the 
said Federal Reserve Board, such national banks 
may be required to dispose of stock holdings in the 
said corporation upon thirty days notice, and in 
the event of their non-compliance with such order 
the Federal Reserve Board may -direct the 
Comptroller of the Currency to institute pro- 
ceedings for forfeiture of charter. 


such national banking association shall 
conduct the accounts of each foreign branch 
independently of the accounts of other foreign 
branches established by it and of its home office, 
and shall at the end of each fiscal period transfer 
to its general ledger the profit or loss accruing to 
each branch as a separate item. 


Any director or other officer, agent, or employee of 


any member bank may, with the approval of the 
Federal Reserve Board, be a director or other 
officer, agent or employee of any such bank or 
corporation above mentioned in the capital stock 
of which such member bank shall have invested 








as hereinbefore provided, without being subject 

to the provisions of section eight of the Act 

approved October fifteenth, nineteen hundred 

and fourteen, entitled “An Act to supplement 
existing laws against unlawful restraints and 
monopolies, and for other purposes.’ 

Co-operative combinations, such as may be deemed 
expedient to develop our foreign trade relations in 
normal times are now generally agreed to be essential 
and a recognition of this principle in the development 
of oversea commerce is, in my opinion, most necessary 
to our economic progress. 

If the United States succeeds in establishing a system 
of branch banking thoroughly suited to modern world- 
wide conditions, a great forward step will have been 
taken in consolidating the advancement already 
achieved through the financial and industrial energies 
of our population. 

No measure has been of greater importance—as 
affecting not merely the local financial conditions in the 
United States but the entire situation from an inter- 
national standpoint—than the Federal Reserve Act. 
Its facilities for branch-banking in foreign countries 
especially, and the privilge granted for bank and 
commercial acceptances, accord a great improvement 
of system in our relation to commerce, likely to give 
the United States greater power in foreign trade. 

One of the difficulties of intelligently following the 
various provisions of the new law unquestionably lies 
in the imperfect comprehension which exists—even in 
bank circles—with regard to what the Act is intended 
to supersede and improve. The banking element of 
our country should deal with these problems as seri- 
ously as is deserving and seek what help may be given 
to make the purpose of the law concrete facts by the 
scientific employment of capital and credit in the 
shape of organized facilities, which in turn will react 
to the benefit of the public from the operation of a 
well-regulated and uniform banking system. 

The Federal Reserve Act, which became operative 
by the opening on November 16th, 1914, of the Federal 
Reserve Banks, is essentially intended to bring into 
existence a commercial banking system that will 
assist in more advantageously financing our internal 
and external trade, and every indication points 
towards its becoming a powerful force behind the 
business machinery of our country. A financial devel- 
opment of the United States that will meet the growing 
demand for commercial expansion is but a matter of 
National enterprise and largely rests with its people in 
their campaign of education to conform with new 
conditions and adequately cope with and keep within 

legitimate bounds the activities of trade. 

To business men and bankers it is a fact generally 
acknowledged that one of our most urgent needs is a 
self-liquidating system of trade operations, facilitated 
by means of a properly recorded and readily negotiable 
credit instrument. 
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Convert Victory Loan Subscribers 
into Regular Depositors 


ATRIOTISM instilled the saving 

habit in thousands. Shall the habit 
die or will you capitalize the opportunity? 
Make a list of those who buy Victory 
Bonds. Add the names of those who 
purchased previous bonds. Cultivate 
the saving habit in these people with 
frequent letters, circulars, etc. Result— 
new depositors! Other letters to 
present depositors will help maintain 
regularity of deposits. 


From card index plates made by your clerk, 
the Addressograph automatically fills in your 
letters, addresses envelopes and circulars, etc. 
Speed—15 Times FasTER THAN PEN OR TYPE- 
WRITER, 100% accurate. Work exactly like 
typewriting. - Hand, foot lever or motor models, 
to meet your requirements. 


Same machine cuts your record-keeping costs— 
Speedily heads and dates statements, etc. 
Used by thousands of banks. 


FREE TRIAL: Representative will call with $60 Ribbon 
Print Hand Addressograph, demonstrate it at your desk and if 
desired, leave it for trial. Just MAIL THE COUPON. 


Alddresso 


FRACE MARK 







CHICAGO 


Branches and Service Stations in 54 principal cities in the United States and Canada 


HVVIQUUEOUUUUAQQUEOOOUUUUQQUUEOOUUUAOOUOOUUOUOOONEEUUUOOGOOEEUUUUOOOSENUUULOOSOOOUUUUOOOEEOUUUOOGONOUUUUOAONEEUUUAOOANOUUUUGSOOEUUUUOOGREOUUUUOOOEU UU AONE 


ADDRESSOGRAPH COMPANY (908-M1), Chicago 


Without cost or obligation, please give us O Facts about Trial Offer 
O Demonstration in our Office We use forms checked below 


Firm___ Official 


Address___ 


No. of names on list. 














DONUDUEUUIAOONUAAANAEDANU ATAU EATEN 


© Filling in Letters O Statements O Interest Slips 
O Dividend Notice Sheets (© Daily Advices [0 Envelopes, Circulars 
O Trial Balance Sheets O Ledger Sheets © Stockholder’s Lists 


SEU AUNNMLULNNNNNNUNN0Q00000000000000000000000U0UU UNH: 





SUUUNNUUNNUUUNNUUUANNUUONNUUENUUUUANUUONATNONAT NEAT ENTTT 
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The Emblem of Coupon Collection Efficiency 


fpr know the value of a proven name. They choose with confidence the article of 


demonstrated worth, which can be identified by the name upon it. 
That is why the very name “VICTOR” is a distinct asset to you, a real 


MMI 


“EMBLEM OF EFFICIENCY” 


“Unmatched for Effectiveness” 





ENVELOPES 
Pat'd May 7, 1918 
Briefly “VICTOR” envelopes, the patented visible coupon containers, eliminate detail work—save time— guard against 


the possibility of error, and increase individual and collective capacity and efficiency. Receiving tellers—ONLY— 
handle loose coupons. 


When you buy “VICTOR” envelopes, you buy something more than mere envelopes. You purchase the maximum of 
efficient Coupon Collection Service at the minimum cost. 
A FRIENDLY WORD OF —WARNING — 
to present and future users of “Victor Coupon In Sight Envelopes” 
Having learned that envelopes like and similar to VICTOR COUPON IN SIGHT ENVELOPES are being offered by manufacturers unacquainted with the 


facts, to users likewise uninformed, we hereby advise that Victor Coupon In Sight Envelopes are fully protected by letters patent granted and issued, and that 
users of infringing envelopes automatically become a party to, and are liable in suit for infringement. 


age Send for samples and our satisfaction guaranteed proposition ——— 


CORPORATION COUPON ENVELOPE COMPANY 





MILWAUKEE 


Mimi mm nn nn 





% 


Exclusive Manufacturers 


SMA A 


WISCONSIN 


MN TTC 


Al 











It is the lack of credit facilities, more than anything 
else, that hampers business, and the difficulties in my 
mind with merchants do not to such a large extent 
exist for an increase of capital to enlarge their output, 
but rather as a result of their not being afforded the 
advantages accruing from a modern system of financ- 
ing their sales, and it is in this direction mainly that 
the new Federal Reserve Act will prove of immeasur- 
able value in demonstrating the ability of our mer- 
chants and bankers to adequately and efficiently meet 
and advance the needs of commerce. 

In the light of the new order of things the matter of 
arranging our business to harmoniously accord with 
the acceptance feature should serve to impress the 
industrial element with the timely discontinuance of a 
system of finance that has long become obsolete in 
other large nations of the world. 

The superiority of the trade acceptance over the 
open book account for the purchase or sale of goods— 
its power to broaden the buying field for the mer- 
chant and enable the seller to handle his business 
at a smaller operation cost—is becoming more and 
more apparent to all interests alike. Whether that 
feature with us in business and banking will show a 
development of as huge dimensions as it has in Europe 
or take a secondary position, remains a matter of 
conjecture. The main point, however, for the people 
of a great nation is to keep in mind that the demand 
for modernized credit facilities is becoming universal 
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and increasingly urgent, with the rightful expectation 
that it will place the economic position of this country 
on a firm and secure basis. 

Tospread the “gospel” of trade acceptances 
throughout the country there has been appointed the 
American Trade Acceptance Council, representing 
the United States Chamber of Commerce, The Ameri- 
can Bankers’ Association, The National Association 
of Credit Men, and The American Institute of Bank- 
ing. There will be delegated to the special committee 
of these institutions the duty of evolving and develop- 
ing plans, systems and methods for handling trade 
acceptances. 

As evidence of the attitude of leaders in the field 
of sound credits it is gratifying to make mention of a 
resolution made at a recent convention of the National 
Association of Credit Men, who “clearly and emphati- 
cally’ placed themselves on record as favoring the 
steady and rapid substitution of trade acceptances 
for the open account method. Added recommenda- 
tion was given that the association be committed 
to put forth earnest efforts in prevailing upon each 
member to do his part in lending assistance towards 
the creation of this class of paper, fully well realizing 
its practical conformity as a discountable credit 
instrument, which will place commercial obligations 
in a form definite as to date of payment, not subject 
to deduction and unquestionably negotiable. 

The secret is here given in one word—'‘negotia- 








bility.’ It is that which to the merchant explains 
the success of financing a business on the soundest 
principles, instead of the antiquated, disadvantageous 
and non-negotiable open book account, and to the 
banker lends a feeling of confidence and security in 
his operations with the commercial element. 

In the technique of the law, the trade acceptance 
has precedence over the open book account in that 
the signer of such an instrument agrees to all the 
terms of purchase as having been complied with, 
while in the latter case the individual charge entry 
must be proven and may leave open points for 
contention. 

The financial market would welcome active trading 
in acceptances as little choice is now offered to deal 
in other than “Commercial Paper,” which in its true 
light does not pass the bounds of ‘Accommodation 
or Finance Bills,’ without relation to specific trade 
operations or methods of systematic checking. 

History records the use of trade and bankers 
bills as having first been brought into commercial 
operation by the Florentines in the twelfth century 
and gradually finding its way into France, when by 
the end of the year 1400 that class of paper is reported 
to have been in general use throughout commercial 
Europe. From all accounts, the earlier bills were 
made payable to bearer or his assigns and the first 
known mention of an endorsement upon these instru- 
ments occurs in the Neopolitan Progmatica in 1607. 
While this medium of commercial usage seems primar- 
ily to have been confined for trade with foreign coun- 
tries, it was later extended to embrace domestic 
operations as well. 

In reflecting upon conditions in our own country 
as existing prior to the Civil War, we discover that a 
considerable proportion of commercial transactions 
were then effected by bills drawn at various usances; 
as a matter of fact, six months sight drafts were not 
of uncommon practice. At that time this form of 
negotiable paper commanded a high standing and 
operations flourished under its application until the 
period following the war, when the question of credits 
became uncertain, and in order to encourage the 
payment of cash for commercial transactions, the 
mercantile discount system came into being. 

This custom—largely through the force of competi- 
tion—grew into the now so well known open book 
account which up to but a few years ago was virtually 
the only financial record of mercantile transactions 
between buyer and seller. Competition in trade 
which first created the mercantile discount system and 
later devolving into the open book account, has 
again in the new order of things, encouraged the use of 
the Acceptance as a bankable and approved form of 
modern credit system. 

With the new era it is safe to predict that before 
long very little money, if any, will be loaned by 
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State Bank 
Cherokee, Iowa 











NE of the 80 Iowa banks that find it 
profitable, convenient and altogether 
practical to employ this organization 

to care for their advertising. 


Your advertising these days is too important 
to be slighted. ws time is too nth taken 
up with other problems of readjustment to 
give it the time it deserves. Ask us to 
assist you. Write for information about 


Craddick Advertising Service for your bank. 
500 BANKS EMPLOY US 
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The Solution of Your Advertising Problems 
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DOES YOUR MACHINE POSTING 
BINDER CONTAIN THESE FEATURES? 


No. 1—Detachable Ratchet Bracket Stand—instead of cum- 
bersome wood stand. Adjustable to any angle. Sheets within 
easy reach—increased speed. 

No. 2—Non-Slip Posts—special milling engages sheets and 
prevents slipping to center or sagging. 

No. 3—Turning Posts—oval shape and turning feature holds 
sheets securely when ledger is unlocked. 

Write for Circular T. P. B. 
STATIONERS LOOSE LEAF CO. 
New York Milwaukee Chicago 


Business Systems Co., Ltd., Toronto, Ontario, Canada 
Manufacturers and Distributors for Dominion of Canada. 
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ation or wedding. 
“The Prettiest Check in the World." 


BT ia a 


occasion. 


Better Bank Forms 


Every Depositor 


AS a mother, father, brother, sister, niece, nephew or friend to whom they send a token 

H of remembrance at the holiday season or on the occasion of a birth, birthday, gradu- 

C] We have originated an exclusive gift-check for this purpose. 

Done on heavy white wedding stock, embellished 

with a bunch of white roses—yuletide candles entwined with a spray of holly—an urn of 

brilliant poinsetta—a branch of pine cones and other fitting designs embossed and die- 

stamped in appropriate coloring and fit to please the most discriminating fancy for any 

Bank title and body are printed in wedding gothic in tints to harmonize. 

each check is furnished an envelope bearing the same distinctive color design on the front 
to the left; while the bank title is daintily imprinted on the flap. 


CRESSTONE COMPANY 
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Woodbury, N. J. 








bankers in this country to merchants or manufac- 
turers who cannot produce other evidence of receivable 
assets than open book accounts. 

There are doubtless many difficulties to overcome 
in rearranging trade operations to accord with present 
day financial requirements. Every business man who 
understands these problems and appreciates the 
urgent need of a reform in our commercial inter-rela- 
tions, cannot fail to recognize his obligation and render 
the valuable assistance necessary to bring about an 
evolution in commerce of the greatest importance to 
our country. 

It is for the thoughtful merchant and banker to 
consider and use every means in his power to have 
the machinery of acceptance perfected to a degree 
that will enable the promotion and maintenance here 
of the highest financial credit. By their concerted 
co-operation for the accomplishment of this result, 
the United States will ultimately be given a mighty 
impetus in commercialism. 

In order to obtain a general review of what the 
present opportunity really affords, it may be well to 
present and briefly analyze the possibilities for trading 
under the new bank law, which in its many practical 
phases is intended to provide a market for commercial 
acceptances, at the same time creating automatic 
registration of such operations—a very vital feature 
to prevent over-extension of credit 
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World Peace and World Finance 


(Continued from page 7) 

exchange as we now know them? There being no 
sterling exchange to buy in New York nor dollar ex- 
change to buy in Barcelona, the international com- 
mercial financial transactions would, it seems to me, 
be simplified down to the same proposition that now 
confronts the Chicago buyer of exchange on San 
Francisco, or the New Orleans buyer of exchange on 
New York; a simpler and less costly operation. 

Would the bankers of this country and of Europe 
welcome such an altered condition? 

Time was when the United States, except for the 
political bands that had made them and held them 
together, were as independent, one from another, as 
are the nations of the world today. There were no 
national banks and the currency issued by the state 
banks was of little value outside its own restricted 
boundaries. But the world moved, and mutual interests 
and the demands of commerce became compelling, and 
transportation facilities developed; and our national 
currency was evolved. 

The currency issued by the state banks of Minnesota 
is now just as good in Maine as gold or silver certificates 
and the bills of Oregon banks pass in Florida or Texas. 

With the consummation of a political league of 
nations, is not the time ripe for the world to come 
together in closer economic and financial relations? 
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A New Idea 


fo meet 
A New Requirement 
for 
An Old Purpose 


NO HOLES 
IN THE 
LEAVES 


Hadley’s Machine Bookkeeping Pivot Post Binder 


is a New Idea in Loose Leaf Binders. Designed especially to facilitate the 
New Requirement—Mechanical Posting—for the Old Purpose of keeping books. 


Combines 


SIMPLICITY—SPEED—-ACCURACY 


and eliminates the necessity of holes in the leaves 
and the spearing of posts or other projections. 














EXPANSIBLE TO YOUR?REQUIREMENTS 


The Tumble Leaf, an exclusive feature, gives 


you INSTANT reference to any item on any account 
without effort on your part. 


YET THEY 
HOLD 
SECURELY 





COMPLETE DETAILS FOR THE ASKING 


Charles R. Hadley Company 


ORIGINATORS AND MANUFACTURERS 
134-36 North Los Angeles Street 


Los Angeles, California 





31 ADVERTISING SECTION 








f Burroughs 
irae House 
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The Barnard 
“Security ” Ledger Sheet 
Steel Cabinet 


NOT A TRAY, BUT A PATENTED POSTING 
MACHINE UTILITY 


EASE AND SPEED OF OPERATION SPELL 
ECONOMY. 


WITH SIDE WALL UP AND TOP COVER CLOSED, 
THE CABINET AUTOMATICALLY 
LOCKS—THUS “SECURITY” 

FOR TWO THOUSAND 
ACCOUNTS 


ALSO “SECURITY” LINE OF POSTING MACHINE 
SUPPLIES IN STOCK 


DON'T STOP AT THIS—SATISFY YOUR 
CURIOSITY AND WRITE FOR 
PRICES AND PARTICULARS 


Write Department “S’’ 


Geo. D. Barnard Stationery Co. 
ST. LOUIS 
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‘Trouble With the Boys Today is—’’ 


Dave, Who Has Five Service Stars on His 


Sleeve, Comments on a Common Failing 








By WILLIAM H. MAAS 


OMEONE has truly said that 
the mind and soul of a man 
knows no race or color. What- 
ever be the shade of a man’s 
skin his soul may be white and 
his mind a clean-cut thinking 
machine, and this white soul and 
efficient mind may work its way 
out in spite of racial handicaps 
into positions of responsibility 
and usefulness. 

So it has been with David 
R. Smith, albeit a descendant of 
Ham, file clerk in charge of old 
records, porter and trusted em- 
ployee of Festus J. Wade, presi- 
dent of the Mercantile Trust 
Company of St. Louis. Truly 
one might easily say that were 44. knows many of the 
it not for the handicap of color, 104,000 customers 
Dave Smith might today be a 
vice-president of this, one of the largest and most 
progressive trust companies in the United States. 

Thirty years ago when Dave was sixteen years old 
he was hired by Mr. Wade as porter for the Ham- 
mett, Anderson & Wade Realty Company. Mr. 
Wade liked his looks and the way he answered a call. 
Years went by and the firm grew and changed its 
name to the Anderson & Wade Realty Company, 
but Dave, like a piece of good office furniture took a 
place with the new firm, growing and enlarging in ex- 
perience and value. When the Mercantile Trust Com- 
pany was organized Dave was on the first pay roll. 
Now after nineteen years the trust company erected 
its enlarged building, and as a reward for loyalty, 
honesty and efficiency, Dave, in addition to other 
duties, was given the place of filing clerk in charge of 
old and cancelled records. 

Dave knows the value of remembering. How many 
hundreds of times his memory with its vast store 
of faces, names and recollections of transactions has 
served his employers, will never be told. But with 
this knowledge of the value of a good memory 
Dave became a worshipper of the greatest of all re- 
memberers—the filing case. 

Asked one day how he could remember things 
so well he said that he had trained himself to recall 
the things that pertained to his boss's business. And 
this is his idea of a file record—a business mind which 
remembers every essential thing and has it in shape 











to be produced at amoment's notice. In the huge base- 
ment of the big financial institution, within a room 
which covers a quarter of an acre of floor space, is 
the shrine of Dave Smith. Here among the rows of 
steel shelving and files are his treasures, hundreds of 
thousands of documents and books of priceless value 
when needed, tiers upon tiers of records covering the 
vast business of this financial behemoth for nearly 
twenty years. Here Dave spends many hours amid 
his indexes, cards, papers, drawers and cases—his 
friends whose faces he knows as well as the thousands 
of people who have had dealings with the Mercantile. 
He knows the where and who and what of all. It 
took him a year to organize this great record room 
and to install his systems which click to the touch of 
his hand just as his trained brain clicks when his eye 
beholds a face once seen or his ear hears a name once 
heard. Dave knows many of the 104,000 people do- 
ing business with the Mercantile. Efficiency is writ- 
ten wide and large on every hand in this room where 
old records are kept. 

For every five years of service with the Mercan- 
tile Trust Company, the uniformed porters have a 
gold service star placed on the left sleeve of their uni- 
form. Dave has five stars and his new spring suit 
will have six, more than any other employee of the 
Mercantile Trust Company. To Dave, these stars 
mean loyalty, the reward of long and faithful service, 
the knowledge of years of honorable companionship 
that have been for mutual benefit and pleasure. 
They are to him a badge of pride that is not universal 
but a prize gained by time and faithfulness alone. 

“The trouble with the boys today is,’ said Dave to 
an old customer who had stopped to chat a moment 
in passing, “they ‘members they girls and dances and 
how to pass with the dice, but they don’t ‘member 
that maybe they got to live for seventy years and one 
day the Boss is goin’ to ask them to look up the files 
about some business they had ‘long back in the years. 
Then what they goin’ to do? They got no memory 
and they got no filin’ case. So there they is—all mix- 
ed up and the Old Man sore. 

Thinkin’ about the girls is one thing—thinkin’ 
about your work is somethin’ different. The only 
way to make your life worth anything to yourself or 
anybody else is being on the job—ALWAYS.” 

There are Dave Smiths in many of the banks of the 
nation and such men are an example to other men 
of their race. 


* * * 
Noiseless clerks do not always make a bank sound. 
* * * 


The first of every quarter finds the safe deposit box 
custodian going at a good clip. 
* * OK 

Every discount clerk should see that play—‘‘Paid 

in Full.” —Clarence T. Hubbard 
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BUSINESS RECORDS 


-“-7- A Tax Paid to Ignorance 
ea 

—«] \ There are records in your office that are 
Ls _\\ not protected, because of your crowded 


4/4 vaxlts. Look about you and note the papers 

“7 and books that are left in desk drawers and 
cages at night. The destruction of any one of these by 
fire could easily cause you a financial loss more than suffi- 
cient to provide the protection of THE SAFE-CABINET 

/ for all your records. 

Are these documents safe at all times? 


Or do you trust to 
luck? 


Where do you keep your records? 
A Service For You 


Our business is the surveying of records and analyzing the 
fire hazards that surround them, for the purpose of efficiently 
advising as to the method in housing and safeguarding these 
valuable but intangible assets. 

This personalized service will be rendered and the findings 
submitted in writing, without cost or obligation. Don’t pay 
a tax to ignorance. Avail yourself of the services of those 
qualified to advise you. 


THE SAFE-CABINET 


‘*The World’s Safest Safe’’ 

After subjecting THE SAFE-CABINET toa series of 

" = severe tests, the Underwriters’ 
Laboratories awarded it their 
new and highest endorse- 
ment—both class “A” and 
“B” labels). THE SAFE- 
CABINET will give you 
your records when you 
need them most — The 
Day of the Fire. We 
urge every reader 
to get the facts at 
once. Write us 
now. 








THE SAFE-CABINET 
COMPANY 


Originators and Sole Manufacturers 
of THE SAFE-CABINET 


133 Green St., Marietta, Ohio 
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The Rapid.Simple Accurate Way 


No June and December Overtime, No Increase of Clerical Force, Yet— 
Absolute Proof of Work, Better Records, Better Service, at Less Expense 


ONG hours of overtime, a constant strain 
on the bookkeeping force, time wasted 

in hunting for small but important figure- 
errors—these were the conditions that decided 
the National Savings Bank of Albany, N. Y., 
to turn the posting of its 22,000 savings ac- 
counts over to a Burroughs Ledger Posting 


. Machine. 


The semi-annual interest periods were periods 
of real drudgery, a drive to accomplish the 
job on time, even though it meant calling in 


additional help from other departments of the 
bank. 


Machine posting has eliminated all this; it has 
saved costly labor and valuable time. But 
neither this bank, nor probably any other, 
puts the emphasis solely on economy. It’s 


Here’s the Difference 


better banking practice, as well, that makes the 
Burroughs bookkeeping way attractive and 
appreciated. Posting savings accounts, in- 
cluding the posting and extension of interest, 
is just as surely machine work as any other 
ledger posting operation in any bank. 

The same advantages of speed and economy 
(faster schedules with fewer clerks); of auto- 
matic accuracy; of neater, better, more legible 
records—can be brought to your savings ledgers 
by Burroughs equipment. 

‘‘We cannot too highly recommend the use 
of Burroughs Machines in connection with 
the figure work necessary in savings banks,”’ 
says Frederic B. Stevens, Treasurer of the 
National Savings Bank of Albany. 

A Burroughs representative will show you how. 





Under the old pen-and-ink method it was 
necessary for bookkeepers to go over the 
accounts four times—once to prove ledgers, 
once to make extensions, once to post inter- 
est and once to add interest to the balance 
on deposit. Errors were frequent and a 
great amount of overtime was necessary. 
It was October Ist and April 1st before the 
bookkeeping department had caught up with 
the semi-annual interest work begun June 
3rd and December 3rd. 

Under the Burroughs method deposits and 
withdrawals are posted, the new balance 
computed and printed and the balance from 
the pass book checked against the ledger— 
allin one operation. Interest also is posted 
and added in one operation. Dependable 
proof is obtained that in every case the right 
amounts are posted to the right accounts. 


The two forms on the 
right show how simply 
and effectively this bank 
posts its ledgers and tab- 
ulates interest. 

On the interest form 
amounts at interest for 
various periods are 
cross-tabulated and the 
totals extended. 

The interest is then figured 
and totaled on the same 
Burroughs Duplex 
machine. 

On the ledger form de- 
posits and withdrawals 
are posted and the new 
balances extended as 1s 
done in all bank posting, 
the Burroughs saving 
time and money in the 
work necessary. 
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Save Time, Space, and Increase Efficiency 


THE LARGEST AND SMALLEST BANKS IN 
THE COUNTRY ARE USING THE FOLLOWING: 








HE Falls Combination 
Bookkeeping Desks 
are designed for use in 

the Bookkeeping Department 
of Banks and Commercial 
Houses. These illustrations 
show the bookkeepers at the 
desks; first, standing while as- 
sorting their work; then sitting 
at the machines, recording 
the items. 


Particularly note that during this 
most important part of their work 
the bookkeepers are entirely sepa- 
rated, as the tops of the desks are 
folded up. This reduces interrup- 
tions and errors and increases 
Time is saved and output increased by consolidating the work of the bookkeepers, and 
the space occupied by the Bookkeeping Department is reduced about one half. 


efficiency. 


Where it is necessary to use artificial light, a fixture has been designed to fill every requirement. 


We build, on order, combination _ ' ~ pag ' | 
desks to fit all bookkeeping and a 

calculating machines. Detailed in- 
formation will be given if you write 
us and state style of machine you 
are using. 


“The Keeper” 


A Protection You Need 


Is it possible to open your tellers’ 
cage doors with a piece of string or 
wire? “THE KEEPER” may be 
easily applied to any sliding cage 
door and will keep the door locked 
until opened with a key or by the 
locksmith. Every banker should 
write us for information and prices. 





Products of | 


THE FALLS BANK DESK COMPANY | 


NOT INCORPORATED GLENCOE, ILLINOIS | 


Send for list of banks using and recommending 
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Business Profits 
Come 


as much from business 
savings as from earnings. 
Double office expense is the 
price of clinging to the old 
method of book-keeping. The 
‘* perfected card system” for 
records and accounts saves 
equally in the smallest and Note how naturally the 
least complicated business, or je~ hand finds the right card— 
the most comprehensive and 









The Library Bureau card ledger is literally made-to-order 


intricate establishment. _ fer auick results with ledger posting machines. 
Praised by men of affairs PPlhgere, So Lewngge tod hcods on, te neyrpinsd 
everywhere. Write, tell us and efficiency. bie 





your business and learn the Permits the operator to do more work with less effort. He!pe 
facts to solve the changing labor situation. Gives the ledger pust- 
e = tng machine a better chance to prove its greatest usefulness. 
Library Bureau The cards. have the proper stiffness to permit them to be 
S readily fingered as th tand No th 

Bag Franklin Street, Boston, Mass. fumbling with fimey — eee 
The tray is strong, rigid and compact. Khaki bottom 

SEIN IN IT ITP IN ITIP IP INS keeps cards from slipping. Three channels sutton, the 

bottom—front to back. Ingenious device com; 

in upright position when day's postings are finished. cum 


release to correct working position. Drop side. 
can be read without removing cards. 


Write for folders #12677 and $7318-1 


Library Bureau 
Ope may mame wooden 


Cetecrecms lending clues of the cies Staten Greet Brtenie amd Prance 











Advertisements on the card ledger, 
27 years apart— 


Illustrated above are two advertisements on the L. B. Card ledger—one published in 


1891—the other, August, 1918. The form has changed but the general appeal is still the 
same. As the 1891 advertisement put it: — 


‘‘Business profits come as much from business savings as from earnings. Double 
office expense is the price of clinging to the old method of bookkeeping.”’ 


The L. B. Card ledger, “the perfected card system,” is the quickest, most accurate 


and the most practical method of keeping accounts— whether you have a few hundred 


or many thousand. Twenty-seven years have proved its practical value, over and over 
and over. 


The L. B. Card ledger, machine posted, is used today in hundreds of banks and commercial houses 
throughout the country. It lifts any accounting department to new heights of efficiency. 


Write for sample forms and booklets:— 
BANKS, #12667-M COMMERCIAL HOUSES, #12687-M and #7318-M 


Card and filing 





Filing cabinets 














systems Founded 1876 wood and steel 
. . e 
Boston New York Philadelphia Chicago 
e 

43 Federal street 316 Broadway 910 Chestnut street 6 N. Michigan ave. 
Albany, 51 State street Des Moines, 619 Hubbell bidg. Newark, N. J., 31 Clinton street Washington, 743 15th street, N. W. 
Atlanta, 124-126 Hurt bidg. Detroit, 400 Majestic bidg. Pittsburgh, 637-639 Oliver bidg. Worcester, 716 State Mutual bidyg. 
Baltimore, 14 Light street Fall River, 29 Bedford street Provi 79 We street 
—— TF 1724 Jefferson County Hartford, 78 Pearl ——- Rich d, 1223-24 Mutual’ bidg. Distrib: 

Houston, 708 Main stre t. Louis, 223 Boatmen’s Bank bldg. stributors 

Bridgeport, aLiCity Savings Bank bldg. Indianapolis, 212 | Bank bidg. St. Paul, 116 Endicott arcade San Pa F. W. Wentworth & 
Buffalo, 508 Marine Trust Co. bidg. Kansas City, 215 Ozark bidg. s Scranton, = Connell bidg. , 539 Market street 
Cleveland, 243 Superior arcade Milwaukee, 620 Caswell block Springfield, Mass., Whitney bldg. Los Ani eles, McKee & oe 
Columbus, 20 South Third street Sianenperte, 428 Second avenue, South Syracuse, 405 Dillaye bidg. cific Electric bldg. 
Denver, 450-456 Gas and Electric bldg. New Orleans, 512 Camp street Toledo, 620 Spitzer bldg. Dallas, Parker Bros., 109 ield street 





FOREIGN OFFICES London Manchester Birmingham Cardiff Glasgow Paris 





No. 168 of a series 








~ 'BAKER-VAWTER STEEL WASTE- —S«;BAKER-VAWTER STEEL SORTING BOX = BAKER-VAWTER STEEL DESK TRAYS 
BASKET — 


_ONE SHOULD BE ON EVERY DESK 
































hoik # 
Vea S| 
i} thee 
' 


uu al 
Rapier! 
et 


TT en a | ii | 
Steel Guardians Hill 











—both of Records |{jj a 


4 j —filing canceled 
y aaj checks. 


| 2 —filing deposit 
Adequate protection for records,against }}}}}} slips. 
fire, rats, dust, etc.— ' —— ledger 
° ° eaves, etc. 
Favorable impressions of your crderli- Write for 
ness, prosperity and stability— 


-— special folders. 
But above all—due to many originalities of éalaem ‘“ 


























guardians of everyone’s time, from your president down. < 


Papers instantly accessible—waits for important records x 
held to the “dead-line”—time and space saved everywhere. 


meataptionc —" chiet ous tae use of A Baker-Vawter Installation in the vaults of 
Savings & Trust Co., Indiana, Pa. 


BAKER-VAWTER 
STEEL FILING EQUIPMENT 


For example, the only 5-drawer correspond- capacity. And so on. Each device out of the 
ence section made. ordinary in one or more ways—each an unusual 


Cardfiles with removable drawers that do not time-and-space-saver. 
bind, stick or sag—with felt rest pads on each sepa- Thousands of banks use Baker-Vawter Steel 


rate drawer to prevent marring polished surfaces. Filing Equipment. The highest grade equipment ‘<> } 
to be had and the most econom- 
Storage Units, in 7 sizes, with easy-gliding ical. A complete catalog will be 


sled-runners on drawer bottoms. 92% net filing gladly mailed. Write Dept. B. 


General Offices and Factories: Benton Harbor, Mich. 
[astern Office and Factory: Holyoke, Mass. 


Sales Offices in 47 Cities—Salesmen Everywhere 
«2 


BAKER -VAWTER 
STEEL CARDFILE 
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